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porate Social 
esponsibility Gets 
figh Valuation 


Company Won’t Thrive 
Without It, Anderson 
il! Chairman, Declares 





NEW YORK—Social responsibility 
become an important corollary to 
fitmaking and the meeting of 
petition in all area of the econ- 
, O. Kelley Anderson, chairman 
Institute of Life Insurance and 
resident of New England Life, said 
»h the opening address of the 20th 
iversary meeting of the institute. 
“The transition to corporate accept- 

of social responsibility represents 


OFFICERS ELECTED 


Chairman—Howard Holderness, 
president Jefferson Standard Life; 
succeeding O. Kelley Anderson, 
president New England Life. 

Directors—reelected: Mr. Ander- 
son and M. R. Dodson, president 
Ohio National Life; newly elected: 
Dennis N. Warters, president Bank- 
ers Life of Iowa; George W. Bourke, 
president Sun Life of Canada, and 
James F. Oates Jr., president Equi- 
table Society. 

Members of the board elected to 
the executive committee—Mr. An- 
derson; F. W. Ecker, president Me- 
tropolitan Life; Walter O. Menge, 
president Lincoln National; Clar- 
ence J. Myers president New York 

Life; Richard B. Evans, president 
|Colonial Life, D. E. Kilgour, vice- 
president and managing director 
Great-West Life. Mr. Holderness is 
chairman ex-officio of the execu- 
tive commitee. 











e of the greatest of the many 
anges that have occurred in business 
ver the past 20 years,” Mr. Anderson 
d. “Today, the business firm or 
tution which ignores this will not 
rosper for long and may not survive.” 
Mr. Anderson credited the activities 
the field of public interest on the 
(CONTINUED ON PAGE 28) _ 


IRS Gives Up In Three 


ye s 
business-Cover Cases 

WASHINGTON—The internal rev- 
Fue service will abide by adverse 
ederal court of appeals rulings in 

he Casale, Sanders and Prunier cases, 
t has announced. The cases all in- 
olved business insurance on the lives 
bf employe-owners, in which the corp- 
prations possessed rights of ownership. 
! contended that the payment of 
premiums by the corporations con- 

tuted dividends to the owners and 
were hence taxable as income. 

By accepting the court decisions, IRS 
Ps agreeing to the principle that when 
a Corporation pays premiums in such 
cases it is merely converting cash into 
another corporate asset, i.e., an insur- 
ance policy, and this does not result 
in taxable income to the individual 
employe-shareholder. 





.Thore, 


SEQUEL TO CONFERENCE: 





N. Y. Asks ALC, LIA To App 


Committee On Minimum 


Advisory 


oint 


Deposit; Will Hear Agents, Too 


By ROBERT B. MITCHELL 


NEW YORK—As a result of the Dec. 
5 conference on minimum deposit plan 
abuses with representatives of some 
20 companies Insurance Superintend- 
ent Wikler of New York announced 
Tuesday that the department has 
asked Life Insurance Assn. of Ameri- 
ca and American Life Convention to 
appoint an industry advisory commit- 
tee to cooperate with the department 
in determining what should be done 
about this type of business. 

Mr. Wikler told the press confer- 
ence at which he announced this de- 
cision that he hoped the committee 
would meet with the department 
before the year-end. 

The superintendent said also that 
he planned to ask the New York State 
Assn. of Life Underwriters to bring 
together a group of about 20 repre- 
sentatives of the producers to meet 
with the department before the end 
of the year. 

Mr. Wikler and Assistant Superin- 
tendent Sackman, for many years 
head of the life bureau, indicated at 


Company Income Levy 
Not Sole Federal Tax 
Concern, Says Thore 


NEW YORK—While life company 
income tax legislation constitutes a 
very major item in 
the field of federal 
tax action it is by 
no means the sole 
tax preoccupation 
of the insurance 
business in Wash- 
ington, Eugene M. 
vice-presi- 
dent and general 
counsel of Life In- 
surance .“ sn. of 
America, said in 
his report at the 
‘LIA annual meet- 
ing here. 

+ Chief among other life insurance 








Eugene M. Thore 


‘tax considerations this year were the 


premium payment test, bank loan 
plans, annuity plans for life com- 
pany employes and for charitable and 
educational organizations, and the life 
insurance implications in the sug- 
gested changes in the taxation of 
small business. 


Lists Other Tax Matters 


Also in the tax area, Mr. Thore 
said, was legislation concerning rail- 
road retirement taxes, proposed indi- 
vidual retirement legislation and liti- 
gation such as the Stern and Bess 
cases, which were decided by the 
Supreme Court, involving the legality 
of the government placing claims 

(CONTINUED ON PAGE 13) 


the press conference that the depart- 
ment is particularly concerned about 
these aspects of the minimum de- 
posit plan: 

—Twisting of business, though they 
made it clear that twisting is not 
illegal of itself, provided there is no 
misrepresentation, misleading  state- 
ments, or incomplete comparisons. 

—Failure of buyers to understand 
the full effect of paying an increasing 
amount of premium for a decreasing 
amount of insurance. 


Fears Discrimination 


—Discrimination against other buy- 
ers in the same company who do not 
own the high early cash value con- 
tracts on which the minimum deposit 
plan is based. This discrimination 
would be heightened where the lapse 
rate is higher than normal, as it is in 
some companies. 

—Abnormally high lapse rates, in 
some companies more than double the 
rate on comparable contracts without 
the high early cash value feature. 
This could, it is feared, go to such 
extremes as to endanger a company’s 
solvency, though Mr. Wikler made it 
clear that there is no question of 
this with any of the companies cur- 
rently involved. Some 14 companies 

(CONTINUED ON PAGE 12) 


“Minimum Deposit 
Abuses Could Bring 
Federal Protests” 


Wilde Utters Warning In 
LIA Presidential Address; 
Reports On New Business 


NEW YORK—The currently con- 
troversial minimum deposit plan of 
writing life insurance came in for 
some sharp criticism from Frazar B. 
Wilde, president of Connecticut Gen- 
eral Life, in his talk at the Life 
Insurance Assn. of America. 

Saying, “We must face up to the 
fact that our own business has certain 
problems for which we alone are 
responsible,” he continued: 

“One that seems especially unneeded 
is the attack made upon the funda- 
mental concept of our business; name- 
ly, the level premium theory of life 





OFFICERS ELECTED 

President—Clarence J. Myers, 
president New York Life. 

Directors—Frazar B. Wilde, pres- 
ident Connecticut General Life and 
immediate past president of LIA; 
Byron K. Elliott, president John 
Hancock, and T. A. Sick, president 
Security Mutual Life of Nebraska. 
Reelected to serve through 1961: 
William J. Rushton, president Pro- 
tective Life, and Carrol M. Shanks, 
president Prudential. 





Okla. To Admit Insurers 
Less Than 3 Years Old 


The Oklahoma department has re- 
scinded the licensing requirement 
whereby foreign insurers must have 
been in operation continuously for 
three years before being eligible for 
admittance to write business in the 
state. 


insurance and its advantages. We had 
this problem in the 30s, created partly 
by the depression and partly by 
individuals trying to exploit the cash 
value reserves of our policyholders 
for the benefit of the ‘twister.’ 

“The companies, in combination 
with responsible insurance  depart- 
ments, came to the rescue of the 
policyholders and the standards of 


the business. In a few years the 
(CONTINUED ON PAGE 17) 








TITLE OF HONORARY ATTORNEY GENERAL is conferred on Byron K. 
Elliott, president of John Hancock, second from left, at Baton Rouge, La. Pre- 
senting the certificate is Louisiana Sen. Russell B. Long, while R. Radcliffe 
Massey, vice-president, left and Joseph Baynard of the New Orleans general 
agency, right, look on. Mr. Elliott at the same time was named an honorary citi— 
zen of Baton Rouge and an honorary colonel in the state guard. 
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Phoenix Mutual Warns Field Force To 
Take Utmost Care On Minimum Deposit 


Phoenix Mutual Life, which has is- 
sued a great deal of business on the 
high early cash value basis, has noti- 
fied its field force of the need for 
taking the utmost care in writing the 
minimum deposit plan of insurance 
where replacement of insurance may 
be involved. Where improper hand- 
ling of replacement of business is 
found, “we will have no recourse but 
to cancel the contract of the individual 
involved,” the company states. 

The warning was contained in a 
letter, with which went a reprint of a 
recent National Underwriter article on 
the subject and a copy of the New 
York insurance law provisions deal- 
ing with replacement. The letter, 
signed by Vice-president Herbert C. 
Skiff, went to all managers for trans- 
mittal to their agents. Copies were 
also mailed to all the company’s 
brokers and surplus business sources. 
It reads: 

If you read THE NATIONAL UNDER- 
WRITER, you have undoubtedly seen 
the article in the Nov. 15 issue, “Con- 
cern Expresed at Replacement volume 
in ‘Miniraum Deposit’ sales,” a repro- 
duction of which is enclosed. 

When we, in company with other 
companies doing business in New York 
state, have been requested to be present 
at a forthcoming meeting, it is quite 
natural for us to re-examine our 
position. You will recall my letter 
of Sept. 26, accompanied by a re- 
production of the recommendations 
of the NALU committee on bank 
loan insurance, which parallels the 


Horace Smith Heads 
Society Of Sales 
Training Executives 


Horace R. Smith, assistant agency 
vice-president of Connecticut Mutual 
Life, was elected 
president of Na- 
tional Society of 
Sales Training Ex- 
ecutives at the an- 
nual meeting in 
New York City. 

For the last year 
he has been ist 
vice-president and 
chairman of the 
planning commit- 
tee. Before that he 
served as general 
program chairman, 
chairman of the program advisory 
council, and director. 

The organization was founded in 1940 
“to concentrate in depth in the field 
of sales training and thereby create a 
medium for better results from train- 
ing effort and budget.” During World 
War II it served as a clearing house for 
the exchange of ideas for production 
training and other activities directly 
helpful to the war effort. 

Since then the society’s program has 
been broadened to include psychologi- 
cal testing and selection of sales per- 
sonnel. It published the widely read 
manual, Handbook of Sales Training. 

Gerhard C. Krueger, Equitable Life 
of Iowa, Chicago, end immediate past 
president of Chicago Assn. of Life 
Underwrcters, has been appointed to 
the national public relations commit- 
tee of National Assn. of Life Under- 
writers. 








Horace R. Smith 


previously established premises set 
out as this company’s objectives in 
writing such business, with particu- 
lar reference to replacement. 

A great deal of the concern in the 
industry on minimum deposit plans 
today has to do with the subject of 
replacement, and to whatever extent 
this may be occurring on our own 
business, we share the same degree 
of concern. 

You are fully aware of the question 

(CONTINUED ON PAGE 25) 





Policyholders Own 
Columbus Mutual 
Surplus, Court Says 


COLUMBUS—Federal court here 
has ruled that the equitable ownership 
of the surplus of Columbus Mutual 
Life is vested with the policyholders 
and not the stockholders in a decision 
affecting an estimated $18 million of 
Columbus Mutual money. The decision 
upholds the contention of plaintiffs in 
a suit against Ohio State Life, which 
owns 99.54% of Columbus Mutual 
stock 

The defendants, including Frederick 
E. Jones, president of Ohio State Life 
and Columbus Mutual, held that the 
stockholders are the owners of Colum- 
bus Mutual and that the policyholders 
have a future right to ownership of 
the surplus if and when the directors 
convert the company into a mutual. 

The minority policyholders suing 
Ohio State Life said the directors, 
after obtaining control of Columbus 
Mutual, attempted to take action which 
would give control of the surplus to 
Ohio State Life stockholders by 
amending the Columbus Mutual char- 
ter. The court declared that “a fair, 
reasonable and unrestrained construc- 
tion of the present article V leads to 
but one conclusion—that the equitable 
ownership of the surplus (of Columbus 
Mutual) is vested in the policyholders 
and not in the stockholders.” 

The court withheld final judgment 
at the request of the Ohio superinten- 
dent so that all parties may be heard 
on the nature of what remedies are 
to be granted. Before announcing its 
decision, the court sustained a motion 
filed by the attorney for the plaintiffs 
to consolidate the cases of the plaintiff 
mutual policyholders. 

During the _ prolonged litigation, 
plaintiff attorney, Robert D. Hamilton, 
asserted that Mr. Jones originally 
acquired control of Columbus Mutual 
by paying $5 million in excess of 
charter restrictions on its value. He 
said Mr. Jones then attempted to 
amend the charter to remove the 
restrictions. 

The court held that because the 
restrictions are in the charter and on 
the stock certificates, the charter can- 
not be amended to deprive the policy- 
holders of their “vested interest” in 
the surplus, which has been accumul- 
ating since 1906. There is still a 
federal court case pending against 
Mr. Jones on behalf of some Ohio State 
Life stockholders seeking to restore 
to Ohio State Life the $5 million of 
“excess” payment for Columbus Mu- 
tual stock. 

The decision in the Columbus Mutual 
case will be appealed by Mr. Jones 
and Ohio State Life as soon as possible. 


Old, New Michigan 
Commissioners Feted 


LANSING—The new and old Mich- 
igan insurance commissioners were 
saluted at a dinner last week given by 
the industry, with approximately 175 
company executives, leading agents 
and field men attending. 

The dinner originally was planned 
as a testimonial for Joseph A. Navarre, 
who is leaving office Dec. 31 to enter 
the private practice of law in Jackson, 
but when his successor was appointed 
early the same day and it was found 
he would be able to attend the scope 
was broadened. Frank Blackford has 
been named by Gov. Williams to take 
over as commissioner Jan 1, and was 
given a place on the program. 


Was Williams’ Assistant 


Mr. Blackford is a career man in 
state government. He has had a num- 
ber of important posts under Gov. 
Williams beginning in 1951 when he 
was made executive assistant to the 
governor. Subsequently he has been a 
member and chairman of the state 
liquor control commission and execu- 
tive secretary of the state employes 
retirement fund. He leaves the latter 
position to become commissioner and 
in doing so, sacrifices $2,000 in annual 
salary. The job of insurance commis- 
sioner in Michigan pays $11,500 com- 
pared with $13,500 in the retirement 
fund. Mr. Blackford is a graduate of 
Michigan State University and is a 
former instructor in public administra- 
tion and economics. He served for 
45 months with the combat engineers 
during the war. 

John Panchuk of Federal Life & 
Casualty and Wolverine, introduced 
Mr. Blackford. Mr Panchuk was coun- 
sel to the department for a number of 
years when he was an assistant at- 
torney-general. 

Gov. Williams attended the dinner 
and paid tribute both to Commissioner 
Navarre and his successor, compli- 
menting Mr. Navarre in particular on 
his achievements in championing the 
cause of state regulation. 

The main speaker was L. J. Carey, 
general counsel of Michigan Mutual 
Liability, who climaxed his talk with 
a presentation to Mr. Navarre of a 
stereophonic instrument. Mr. Carey 
mentioned among the achievements 
of Mr. Navarre the reorganization of 
the department along more efficient 
lines, inauguration of regular schools 
of instruction for the department staff, 

(CONTINUED ON PAGE 25) 
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Companies Pile Up; 
Combs Says He'll 


a s a 
Discourage’ Others 
LITTLE ROCK—Concern has beg 

expressed by Commissioner Comh 

that Arkansas may be about to set, 
record for the organization of new lif 
companies beyond any “public con. 
venience and necessity.” In a publi: 
statement issued last week, he nota 
that the state now has some 60 com. 
panies, a majority of which have bee 
organized within the past six year; 

The saturation point may well hay 

been reached, the statement read 
What is hoped now is “that all wil 
succeed.” The commissioner did no} 
say flatly that he would not liceng 
any more companies, but he is certain. 
ly going to “discourage further licens. 
ing” for the time being. Arkansas’ 
proposed insurance code, if adopted 
by the 1959 legislature, will raise the 
organizational requirements of future 
companies, he noted. 


Principle Concern Outlined 


The principal concern of the de. 
partment is not with incorporators of 
a new company who have themselves 
the capital to put into the venture 
with little or no public stock sale 
Rather, it is with a company which 
comes into existence only after an 
intensive stock promotion campaign) 
The securities act now being admin 
istered by the state banking depart 
ment should be “tightened up some, 
the commissioner said, and sugges 
four requirements: Limit the commis 
sion on the sale of insurance stock 
to 10% of the asking price; no company 
to be organized through the sale of 
stock in a holding or investm 
company; the majority of the directo: 




















of the state, 
contracts for domestic companies 
be approved by the commissioner. | 


Stockholders To Vote On 


Merger Of Ind. Insurers 


Stockholders of American Incom 
Life and Great American Life, both 0: 
Indianapolis, will vote on a merger 0 
the latter into American Income. The 
merger would result in a combined in- 
force figure of $38 million. 


Gordon Crosby Jr., general agent 
New England Life, was the speaker 
last week before Seattle Life Managers 
Assn. at the Washington Athletic club. 





At Sun Life of 
Canada’s new Uni- 
vac II installation, 
George W. Bourke, 
president, seated, 
officially sets the 
electronic compu- 
ter in operation. 
While the Univac’s 
primary function 
will be in work for 
the policy adminis- 
tration depart- 
ment, Sun Life 
plans to use it in 
the actuarial and 
general calcu- 
lations fields. 
Looking on _ are, a 





left to right, J. F. Emms, assistant planning officer; A. 








M. Campbell, executin 





vice-president; F. J. Cunningham, vice-president and secretary; G. E. Brow 


personnel executive; R. T. Wiseman planning officer, and J. F. B. Amsda. 


assistant actuary. 


sh 


ee 
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“cul Imagine, Mabel, 

e Republic National Life 
trea having that much 

P. Life Insurance 


in Force 





























































































































Managers 
etic club. 











Well on the road to Two Billion Life Insurance in Force! 


|;REPUBLIC NATIONAL LIFE INSURANCE COMPANY ® DALLAS, TEXAS 
LIFE e ACCIDENT e SICKNESS e MEDICAL AND SURGICAL REIMBURSEMENT e HOSPITALIZATION 
GROUP e FRANCHISE e BROKERAGE e COMPLETE REINSURANCE FACILITIES 











Audio-Visual Media 
Trace Institute's 
20-Year Score-Sheet 


NEW YORK—A dramatic story of 
public relations in action—20 years 
ef performance by the life insurance 
business—was told at the annual 
meeting of Institute of Life Insurance 
at the Waldorf-Astoria Hotel here. 

Through the medium of tape re- 
cordings, motion picture film clips, 
montages, kinescope and slide films, 
life insurance executives at the meet- 
ing saw and heard a fast-paced pre- 
sentation of the highlights of the de- 
velopment of modern life insurance 
public relations. 

The presentation included key ex- 
cerpts from addresses given at pre- 
vious institute meetings—especially 
taped for this occasion by the actual 
speakers where possible—by such life 
insurance figures as Frazar B. Wilde, 
Holgar J. Johnson, M. Albert Linton, 


one of the 
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More Announcements Of 1959 Dividend Scales 





“Funds Left with Co. 
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Non 
With- With- 
draw- draw- Accum. 
Current Old able able D:v’ds. Current Old 
Name of Company Policies Policies % % % Name of Company Policies Policies 
All Amer. Life & Cas.Same a8 "58K csssssscssseene 2.5 2.5 3 New England Mut. ...... Same as 58 Same as ’58 (") 
Bankers Natl., N. J. .... Adjusted Adjusted 3 2.5 3 North America, Tex. .... sae 3 3 ’ 5 
Canada Life Assur. Same as "68 Same as ’58 3.25 3.25 3.25| Occidental, Cal. bit Guaranteed Rater jMersey, 1! 
Central States H. & L. " 2 2 2 Ohio National be 3.25 3 i 
Confederation Life ....Same as 589 Same as ’58« 35 3.5 4 Postal Life, N. Y. ........ Same as ’58 Same as '58 3 3 
Connecticut Mutual Same as ’58 Annrnx. 3.6 3.6 3.5 | State Mutual, Mass. .... a 3 3 
9% Incr. Teachers Ins. & =: i ‘ig 3% 3% 
Constitution Life ......... + Same as ’08 2.5 2&2.5 2&25/| Western Life, Mont. i ara GE ae ae 3.5 3.5 the b 
3& 3.5 f 


Farm Family, N. Y. .... nd = 
First Pyramid Life ...... - te 
Guardian Life, N. 
John Hancock .. Increased 
Lafayette Life .............. Same as ’58 
Monarch Life, Can. Pe 
Natl. Farmers Union, 

Ms sntsinteniseeeteaphaleneesecss - sid 





Same as 
” 


Y. .Same as ’58™ Same as ’58™ 
Increased 








k To January 31, 1959 


"38 


a Minor adjustments. 





m Except that dividends on preferred risk plans are increased. 


« For both non-withdrawable and withdrawable policy proceeds, 3% 
life income options and 3.35% on interest only options. 


P Policy proceeds under deposit option, 3% or guaranteed rate if highs 











Gerard S. Nollen, Frederick W. Hub- 
bell, Claris Adams, Leroy A. Lincoln, 
Carrol M. Shanks, Edmund Fitzgerald, 
Clarence J. Meyers, Edwin W. Craig, 
Paul F. Clark and Frederic W. Ecker, 
all of whom have been instrumental 
in shaping life insurance public re- 
lations as it exists today. 

With Byron Carlson, TV personal- 


na gne of the 








usiest 





Comparable year-to-date figures show that Central Life’s 
sales have consistently run well ahead of the life insur- 
ance industry as a whole. There are several reasons 
why this is so— and Central Life agents agree that an 
important one is true graduated premium on all plans 


(except single premium). 


The quantity discount idea, 


first introduced in the United States by Central Life in 
1955, is another example of the sales-minded leadership 
that’s making one of the best one of the busiest, too! 


Coitiall Lo 


ASSURANCE COMPANY, 


DES MOINES 6, t1OWA 


Progressive and competitive, yes ... but not 
ASSETS 
SURPLUS 


INSURANCE 
IN FORCE 


at the expense of financial security 


$160 Million 
$134 Million 
$520 Million 








ity, acting as narrator, the presenta- 
tion traced the history of life insur- 
ance public relations over the last 20 
years in terms of performance of the 
business, the interpretation of its ac- 
tions to the public, both at company 
and institutional levels, and the pub- 
lic service activities by which the life 
insurance business has demonstrated 
its good citizenship and interest in 
community affairs. With a battery of 
audio-visual media the presentation 
demonstrated how the life insurance 
business has strengthened its services 
to policyholders and _ the _ public, 
through raising the qualifications of 
its field forces and tailoring its pol- 
icies to meet the changing needs of 
American families. Also shown was 
the scope of the informational pro- 
gram that has been carried out with 
the support and cooperation of the 
companies, the extent to which the 
public relations’s responsibility has 
increasingly been accepted by top 
management in recognition of the 
broadened requirement for modern 
business leadership, and finally, how 
a sound public relations philosophy 
has been evolving which today influ- 
ences all the actions and thinking of 
the life insurance business. 


Tennessee Commissioner's 
Reappointment May Follow 
Action On Auto Rates 


Commissioner Arch E. Northington 
of Tennessee has approved substantial 
increases in auto liability rates and 
physical damage _ revisions which 
amount to an over-all raise of 4%, a 
factor which may have direct bearing 
on his being reappointed by Governor- 
elect Ellington. 

Although Tennessee newspapers 
indicate a belief that Ellington will 
reappoint .Mr. Northington, who is 
president of National Assn. of Insur- 
ance Commissioners, the governor- 
elect inferred only last week that he 
was holding off his decision until after 
action by the commissioner on the 
auto rates. 


Sells Agency Interest 


As still another factor bearing on 
his reappointment, it. came out last 
week that Mr. Northington sold his 
interest in the King & Northington 
agency at Clarksville last Aug. 1 to 
his stepson, Jack Frost. The contract 
transferring Mr. Northington’s interest 
in the agency has been examined by 
attorney general McCanless, who in- 
dicated that Mr. Northington is not 
violating any state law since he has 
disposed of the agency. 

In the political campaign last year, 
Mr. Northington was charged by a 
political opponent with violating the 
conflict of interest law of the state by 
continuing as commissioner when he 
owned an interest in an agency. 










Andrew Kinbacher Is 
National Of Canada’s 
Ist Manager In U. S. 


Andrew F. Kinbacher, who has beg : 
in the life insurance business in Ne 
York City since 
1940, has been ap- 
pointed as head of 
the first agency es- 
tablished by Na- 
tional Life of Can- 
ada. The company 
entered the United 
States recently, 
following its affili- 
ation with the 
Glens Falls fire 
and casualty 
group. 

The company 
will operate only in New York fai 
the present, though it is licensed i 
a total of 10 states and application 


Andrew F. Kinbadl 


are pending in 12 other states. It wijsates ar 
expand to operate countrywide ations an 
soon as feasible. law 15? 
Mr. Kinbacher, a CLU, has be Study € 

with New England Life ever sim 
entering the business. For the “It se 
few years he has been associate geg PO Suc 
eral agent of the King agency, om Manlike 
of the company’s largest, where ig Mdustry 
was responsible for recruiting, selecg "elcome 
misisons 


ing and training, and .for supervisi 
the programming and estate planni 
work. a 








Mr. Kinbacher has since 1946 taugig ul 
in the local life underwriters asso¢i :... 
tion’s training course and served : se 
faculty chairman. He is chairman 1 7” 
the Life Supervisors’ Assn. develo poe . 
ment committee and the CLU chapia the a 
speakers bureau. Before entering lif 2 
insurance Mr. Kinbacher was a ft Columbi 
porter with the Troy (N. Y.) Reco regarded 
newspaper and an announcer for rail Edwin 
station WTRY, Troy outlet of Nation Dowlin 
Broadcasting Co. lieves 
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equiati k 
ia wmameguiation Work, 
With- e 
‘saov. Meyner Advises 
% ) 
eed Rater jMersey, in his talk at the Life Insur- 
3 Mire of America annual meeting, 
est possib'e system of dual regulation 
* the business by Congress and the 


fet Set To Make Dual 
~draw-Acey 

$ NEW YORK—Gov. Meyner of New 

Bounseled the industry to work for the 

uates, rather than regarding it as a 
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nea, matter of antagonism between state 
ceeds, 3% @t 4 nation. 

rate if hight The problem should be approached 

one of “proper adjustment and 

Histribution of efforts between state 

nd nation,” he said. Hence he urged 

er Is hat the industry consider a study of 

’ psulation with open minds on these 
ida s nuestions: 


S. —“What should be assigned to Con- 
eras mess? It is no longer a question 
10 has beaiyhether anything should be assigned 
€ss In Ne™_congress is already in the business 
if regulating insurance as well as in 
he business of insurance itself. 


pidependent Upon Congress 


i] --“What should be assigned to the 
fates? Since the Southeastern Under- 
witers Assn. decision, there is no 
question that state power is dependent 
in the will—indeed, on the pleasure 
gf Congress. 

"—What should be taken out of 
ite statutes as no longer needed in 
he light of the maturity of the indus- 
ty and the broad administrative 


F. Kinbad 
' powers usual in the regulation of the 
York fajindustry? 
licensed ig —“What should be added to state 


Pplicatiog statutes to make certain that the 
tes. It wigstates are fulfilling all of their obliga- 
rywide ations and responsibilities under public 
law 15? 


= el sudy Called ‘Statesmanlike’ 
Sing 
- the ‘It seems to me that to embark 


ciate gag on such a study would be a states- 
manlike act on the part of your 


ency, oe : : 
whee yg ndustry and I believe it would be 
ng, selewg Welcomed by state ‘insurance com- 


upervisigg Misisons and Congress alike. I have 
> planniy referred to insurance as a_ business 
and as an industry but it is much 
946 taugg More than that. It is a national 
‘S$ associ institution ... If, by the process of 
served @ *lf-examination and improvement 
airman YU can aid the governing powers in 
develo their tasks, you will be performing a 
U chapieg tVice not only to yourselves but to 
the nation.” 


— | Gov. Meyner quoted views of two 
.) Reco Columbia University professors long 
for radi regarded as experts in insurance law, 
+ Nation “twin W. Patterson and Noel T. 


Dowling. He said Prof. Patterson be- 
lives there will be no_ successful 
effort in Congress to enact general 
supervisory laws over interstate in- 
surance activities unless state super- 
vision proves in many ways and in 


> 
ight many instances to be corrupt, ineffec- 
tive, and controlled by political influ- 
ences, 
(CKS; State 
\ Rule’s Chief Fault 
The chief fault of state supervision, 
a Prof. Patterson sees it, is the 
y | ineffective control over domestic com- 
panies which by mass advertising or 
t mail victimize the residents of 
@ Ce|j ‘ther states. Prolonged public irrita- 
tion over such evils may lead to 
federal supervision. 
4 | Second, Prof. Patterson believes 
there will be some federal supervision 
coun of the insurance business which will 
Compatible with, and will not 
eet, supersede, general state supervision. 
Federal power may be extended to 
coe'§ those situations in which a_ state 











LIFE INSURANCE EDITION 


Tells Why Mental Illness Should Not 
Be Made Compulsory In Health Cover 


Reasons why it would be wiser to 
permit health insurers to cover mental 
iilIness voluntarily rather than being 
prohibited from issuing a policy that 
excludes it were given by Gerald S. 
Parker, A&S secretary of Guardian 
Life, at the hearing of the New York 
state joint legislative committee on 
health insurance plans held at Mineo- 
la. Mr. Parker spoke on behalf of 
American Life Convention, Health In- 
surance Assn. of America and Life 
Insurance Assn. of America. Follow- 
ing is Mr. Parker’s statement: 


I think some people may be under 
the impression that mental illness 
coverage is unusual or rare in health 
insurance policies. This, of course, is 
not the case. Health insurance cover- 
ing the care and treatment of mental 
illness has been available to New 
Yorkers through insurance company 
policies for more than 20 years. The 
cost of this coverage has been in- 
cluded in the regular premiums. 





cannot effectively suppress an evil or 
protect its citizens. 

Gov. Meyner quoted this statement 
verbatim: “The honest and competent 
insurance organizations, especially the 
ones that have built up the incom- 
parably excellent insurance facilities 
that we now have, are mistaken in 
their efforts to protect all insurers 
from federal regulation under ll 
circumstances. They would be better 
advised to seek the most effective 
combination of federal and state regu- 
lation that will best protect the inter- 
ests of the insuring public.” 


There is no “extra charge.” About 6 
million New Yorkers now have it in 
either group or individual insurance 
policies—issued by insurance com- 
panies. 

Further, we should not forget that 
insurance companies have been pro- 
viding (loss of income) insurance for 
more than 50 years. Five million New 
Yorkers now have this kind of in- 
surance, and all of it covers mental 
illness. 


Undergoing ‘Explosive Growth’ 

Health insurance as we know it 
today has been undergoing explosive 
growth and expansion for 20 years. 
Benefits have been broadened and 
expanded through the years to meet 
the public need and demand. Cover- 
age for mental illness has been pro- 
vided as a part of this phenomenal 
development. Thus have insurance 
companies continued to work to ful- 
fill their responsibilities to the people 
of this state, and indeed to the nation, 
to provide the best and most workable 
voluntary mechanism to help finance 
our health care costs. 

Some 5.8 million citizens of New 
York now have hospital expense in- 
surance through insurance companies; 
5.6 million have our surgical expense 
insurance. We provide regular medical 
expense insurance to 2.5 million and 
major medical expense coverage to 
1.8 million. 

Most of this coverage is under group 
insurance policies. Almost uniformly, 
group hospitalization insurance covers 


mental illness just like any other 
(CONTINUED ON PAGE 24) 
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Season’s greetings from 
é Commonwealth—one of 
the Nation’s billion-dollar 
companies. 








The Tallest, Finest Office 
Building in Kentucky 





Lee Shield Of ALC 
To Join Union Central 
As V-P On March 1 


W. Lee Shield, associate general 
counsel of American Life Convention, 
will join Union Central Life as vice- 
president on March 1. 

Mr. Shield served as Ohio super- 
intendent of insurance from 1947 to 
1949, and at Union Central will join 
another former superintendent, the 
company president, John Lloyd. 

A graduate of Ohio State University 
and Franklin University, Mr. Shield 
was in private law practice at Sidney, 
O., before being made assistant at- 
torney general of Ohio in 1940, a pos- 
ition he held, except for army service, 
until he was appointed superintendent 
in 1947. He is a member of American 
Bar Assn., Assn. of Life Insurance 
Counsel and American Judicature So- 
ciety. 


Monarch Life Names 
Regional Managers, 
10 General Agents 


Monarch Life has appointed James 
L. Carrier, assistant agency vice-pres- 
ident, and Benjamin F. Jones, gen- 
eral agent at Cleveland, as regional 
managers. Also named are 10 general 
agents to serve under the two new 
appointees. 

Mr. Carrier, whose region includes 
New York and northern New Jersey, 
joined Monarch in the New York 
area in 1947 and became general agent 
at Pittsburgh in 1955. He was pro- 
moted to assistant agency vice-presi- 
dent last year. 

Mr. Jones’ new territory encom- 
passes both Okio and West Virginia. 
He also started with Monarch in 1947, 
becoming general agent at Cleveland 
in 1953. 

New York Territory 

The new general agents in Mr. Car- 
rier’s territory are Whiting Evans, 
Amityville, N. Y.; Fred A. Hulme, 
East Orange, N. J.; Gershen Konikow, 
New York, and Roger J. Nicosia, whose 
Nassau county agency will be head- 
quartered in New York. 

Mr. Evans, supervisor at New York 
since 1956, joined Monarch in 1950, 
and Mr. Hulme, northern New Jersey 
supervisor since 1957, has been with 
the company since 1954. With Mon- 
arch since 1953, Mr. Konikow was 
promoted to supervisor last January. 
Mr. Nicosia entered management 
training as a supervisor early this 
year. 

General agents assigned to Mr. 
Jones’ territory are Gerald N. Altieri, 
Lakewood, O.; Edmund R. Capaldo, 
Toledo; Harry E. Cole, Bucyrus, O.; 
Arthur L. Graham, Canton; Richard 
H. Porter, Youngstown, and Benson 
P. Shupe Jr., Euclid, O. 


Were Supervisors At New Haven 

Mr. Altieri, who has been with 
Monarch for almost five years, and Mr. 
Capaldo, with the company since 1955, 
have been supervisors at New Haven. 
Mr. Cole was self-employed in the in- 
surance field when he joined the 
Cleveland agency in 1957. Formerly 
with another life company, Mr. Gra- 
ham has been in personal production 
with Monarch for the past 18 months. 
Mr. Porter entered the life business 
with Monarch at Cleveland early last 
year, and Mr. Shupe, who has been 
supervisor at Cleveland, joined the 
company in 1956. 
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Diplomacy And Clairvoyance Help Some 
In Meeting Policy Ownership Problems 


NEW YORK—Problems of policy 
ownership can occasionally result in 
such foul-ups that policy draftsmen 
have no refuge but everlasting vigi- 
lance, to see that the wordings of 
assignments, loan agreements, bene- 
ficiary designation and changes, etc., 
are as brief, precise and clear as 
possible, said Robert B. Ely III, 
general counsel Life of North America, 


at the annual meeting here of Assn. 
of Life Insurance Counsel. 

“By groans and muttered curses, as 
well as by written hints, you may 
seek to discourage salesmen from 
unusual arrangements,” said Mr. Ely. 
“But these efforts will be doomed to 
failure, and probably shou'd be so, in 
the interest of an ever more demand- 
ing public. 


“Moreover, neither brevity, preci- 
sion, nor clarity will take care of those 
twin pitfalls, the unknown fact and 
the unforseen contingency. Unsuspec- 
ted minority of a_ well-developed 
owner or beneficiary may cause em- 
barrassment in cases where statutes 
give no relief for handling his or her 
interest. 

“There are too frequently owners 
who disappear from this vale of sor- 
rows without a trace, joint owners 
whose mutual love turns to hate, as 
well as attaching creditors’ trustees in 








Another | MONY Service for Brokers! 
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New MONY portfolio helps you explain... 
and sell... family, close corporation, and 
partnership business insurance... 


ALL IN ONE KIT! YOURS FREE! 


Concise and complete, MONY’s “‘Approaching the Business Man”’ 

gives you an indispensable addition to your professional library. It’s 

a superb selling tool . . . containing needs analyses, proposal forms, and 
promotional literature. Send for your FREE copy today .. . write to: 
Mutual Of New York, Broadway at 55th St., New York 19, N. Y. 





.. to help 
you sell 
the 
business 
market! 
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bankruptcy, disappointed next of k 
and others—all ready for a squab} 
with the company in the middle, } 
avoid these difficulties through fo, 
sight requires wide imagination igf » 
extra-sensory perception.” 

Mr. Ely said his one modern deyj 
used by a number of companies, j 
cluding Life of North America, 
reducing to some extent the diffig 
ties he described is a pair , 
clauses by which an attempt is mag 
to retie the bundle of rights govern 
policy ownership. 

These clauses read in substange 
“All rights under this policy 
vested in the named owner” and dy, 
ing the lifetime of the insured the ow 
er may transfer his entire owners}; 
... immediately to a new owner .., (, 
to) an owner’s designee who, if livip 
(at the) death of the owner wh 
designated him and if such owner 
rights ... have not terminated, 
then become the new owner.” 


Paper-Work Made Simpler 


This wording, said Mr. Ely, provide; 
a convenient method for indicating » 
intent to transfer all rights in th 
vpolicy and is an effectie method fp 
avoiding “incidents of ownership” (aj 
this term is used in the interna 
revenue code so as to minimize taxa. 
tion. Moreover, the paper-work 6 
using this device is simpler, althoug} 
no different in effect, than the former 
method of an irrevocable designation 
of beneficiary, plus an_ irrevocabk 
assignment of all rights. Thus, to the 
extent that owners can be persuade 
to use this new technique, “one 
throbbing in the head and ringing ip 
the ears is reduced.” 

Mr. Ely pointed out, however, that 
these modern “ownership” provision 
are permissive only. They do no 
preclude more complicated arrange. 
ments. Consequently, the only defens 
to the perils in the latter is a refusd 
by the company to agree to them 


Owner’s Importance A Hazard 


“The difficulty of adopting | thi 
course is directly proportional to th 
importance of the owner making th 
request,” he said. “Thus, with grittei 
teeth and clenched fists, we _ brace 
ourselves for misuse of our well 
drawn forms—facts omitted, contin 
gencies. over-looked, wrong fom 
wrongly used. In desperation we put 
clauses into each policy to the effect 
that changes in ownership, assign 
ments and designations of beneficiar- 
ies ‘shall not be effective unless filed 

. and shall be without prejudice to 
actions taken or payments made prior 
hereto. That should do it. But it 
doesn’t. 

“Conflicting claims will still come in 
from those who once did, and _ those 
who do now (or so they think) ow 
the policy. Tact and diplomacy will no 
always bring about the ‘amicable 
adjustment’ of the ‘practical solution’ 
The shadow of the courthouse ob- 
scures the sun. Payments into cout 
and interpleader are the Ultima Thule 

“Thus there are, in the last analysis 
only three complete legal solutions 
all equalyl unpalatable: (a) liquidate 
the life company; (b) resign as genetd 





Let MONY help you with Group selling aids, too! rag ice ce?’ go tack fo inert 3 a 
MONY services can help you tell your sales story clearly fecting forms, ever practicing diple 
...and quickly ...can lead you to top-level commissions. macy with clairvoyance.” 
Your inquiries are always welcome. a 
yy gore IN me Vi y Y KK San Francisco Agents Meet 
fhe = We Ke “Recipe for Top Production” was tht 













theme of a three-man presentation # 
salesmanship at the November meet 
ing of San Francisco Life Underwtit 
ers Assn. Speakers were Jack Hanlej 
Equitable Society, Edward Sinclalf 
and Robert Haber. 


The Mutual Life Insurance Company Of New York, New York, N.Y. 
Offices located throughout the United States and in Canada 


MONY means 


: ...for you 


...for your clients! 
For Life, Accident & Sickness, 


Group Insurance and Pension Plans 
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LIFE INSURANCE EDITION 


"The greatest wotivator mca 
G representatives say 


about our new 
9 even been 4” audio-visual 
have eee sales presentation. 


Typical Comments: 


“Resulted in a sale of 20 units to a policyowner who already owned 25 
units. Prospect said: ‘If | had not seen this picture, you would never 
have sold me the additional 20 units.’ ”’ 

Andrew Vander Zwaag, Jr. 
Glenview, Illinois 


“Showed film eight times. Result six sales. Total commission $775.50.” 


James Armstrong 
Washington, D. C. 


“‘Just received my machine. One presentation. Result: ten units PPIP and 


$50,000 Home Protector.” 
Paul Spennrath 
Des Moines, lowa 


“A new man, in four days, paid for 28 units of PPIP with more than 


$1400 in annualized premiums.” 
Farrar Newberry, Jr. 
Tampa, Florida 


“Successful beyond our wildest expectations.” 
Jack Valian 
Dearborn, Michigan 


“The size of a sale is doubled every time.” 


Ernest Brantferger 
Culver City, California 


An Agent Cannot Long Travel at a Faster Gait 
Than the Company He Represents! 
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il NFID AY NY VT ET 1 YN INSURANCE 
th > LN ILI iy COMPANY 
aides CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 

DISTINGUISHED SERVICE SINCE 1884 
The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 
Over Three Billion Dollars of Insurance in Force 
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N. J. Senate Fails 
To Act On Variable 
Annuity Bills 


TRENTON—Chances for any action 
this year by the New Jersey senate on 
the series of variable annuity bills al- 
ready passed by the assembly were re- 
duced to zero when the Republican sen- 
ate majority met in caucus on the final 
day of 1958 legislative session and re- 
fused to allow release of the bills from 
the business affairs committee. 

This will be the third year in a row 
that the assembly has passed the bills 
only to have them buried in committee 
upon reaching the senate. 


S. D. Life Agents File 


Articles of incorporation have been 
filed by South Dakota Assn. of Life 
Underwriters with headquarters at 
Sioux Falls. Directors are Norman 
Stordahl, Sioux Falls; Arthur S. Mit- 
chell, Brookings, and E. W. Lemonds, 
Sioux Falls. 

Lincoln Income Life of Louisville 
has declared an extra dividend of 10 
cents a share, payable Nov. 29. 














































Modern Service In 


Pension Business 





Lincoln National’s new pension de- 
partment is streamlined for service ... 
new policies .. . new guaranteed issue 
. .. new simplified underwriting. An- 
other reason for our proud claim that 


LNL is geared to help its fieldmen. 


The 
LINCOLN NATIONAL LIFE 


INSURANCE COMPANY 


Fort Wayne, Indiana 


Its Name Indicates Its Character 
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Lincoln National 
Promotes Four V-Ps 


Lincoln National Life has promote 
Edward D. Auer, Cecil F. Cross, and 





Henry W. Persons Henry F. Rood 


Henry F. Rood from vice-president to 
senior vice-president, a newly created 
executive post. Henry W. Persons was 
promoted from 2nd vice-president to 
vice-president. 

Mr. Auer joined the company ip 
1939 as assistant manager of the 





Edward D. Aver 


Cecil F. Cross 


mortgage loan department, and in 
1945 he was promoted to vice-presi- 
dent and manager of that department. 
He has been a member of the board 
since 1947 and chairman of the com- 
pany’s finance committee since 1956, 
Since 1957 he has been chairman of 
Dominion Life which was purchased 
by Lincoln National. 

Mr. Cross joined the company in 
1920 as chief underwriter. He has been 
vice-president since 1945 and has been 
in charge of agency operations since 
1947. He is a director. 

With the company since 1931, Mr. 
Rocd started in the reinsurance de- 
partment, and has advanced to vice- 
president and actuary. He has been 
director since 1954. Following Lincoln 
National’s purchase of Reliance Life 
in 1951, Mr. Rood became a direc- 
tor and vice-president of that company. 
He is currently a director of Dominion 
Life. 

Mr. Persons joined the company as 
2nd vice-president in 1955. He began 
his insurance career as an agent in 
Covina, Cal., in 1934. 


Milwaukee A&H Men Meet; 


Plan Kiddies’ Yule Party 


Members of Milwaukee A&H Un- 
derwriters Assn. heard Guys S. 
Williams, of U.S. Veterans Adminis- 
tration at the December luncheon. His 
subject was, “You Can’t Sell Without 
It.” The association announced that it 
will hold its Christmas party Dec. 19 
for children of Milwaukee County 
Children’s Home. 


W. Va. Hikes Blue Shield 


West Virginia insurance department 
has approved increases in Blue Shield 
rates for group and non-group mem- 
bers, affecting 70,000 persons in 10 
counties effective Jan. 1. About $14,000 
a month in additional funds will result 
from the increases. 
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comething to GRO W on 


The agent who has a keen appetite for growth is the agent who will 
usually accomplish the most and prosper the most. 


Ohio National Life’s agent training and educational programs are keyed to 
help every agent, regardless of his skill or experience, from the newest new- 
comer to the million dollar producer. Manpower development to its peak 
ability is our objective, whether it be in the field of direct selling or in manage- 
ment phases. We are interested in the future of our personnel. Their continued 
efficiency, service and productivity is the big reason for our varied program 
of career training. There's no limit to what a man can learn and put into 
practice at Ohio National Life. 





™" Ohio National \Life 


INSURANCE COMPANY: CINCINNATI 





Illustrations courtesy of The Champion Paper and Fibre Co. 
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Story Of Man Who Took More Than 
Sympathy To "Poor Jim's” Wake 


In recent years so much industry 
emphasis has been placed on the big 
sale-—estate planning, business insur- 
ance, minimum deposit, million dollar 
policies and the like—that many are 
inclined to forget the tremendous job 
that life insurance is doing every day 
of the week for what is generally re- 


ferred to as “the small policyholder.” 

But every once in a while the story 
needs retelling and it isn’t very often 
that it gets told as well as in the vivid- 
ly real story below, titled “One Death 
Claim,” from New England Life’s house 
organ Pilot’s Log. A note appended to 
the title page of the story explains, 





formula that works! 













THIS FORMULA for successful life in- 
surance selling is based upon (1) The right 
combination of organized sales methods, 
(2) Tested and proven presentations aimed 
at selling life insurance to fit specific needs, 
(3) Dramatic, convincing visual sales aids 
that really work, (4) And, above all, shirt 
sleeve down-to-earth help from Home Office 


STAR OF 
pe ai-m, fel ag. | 


More Than Lip’ 


Service 


THIS “STAR OF THE NORTH” insignia 
marks a company with a friendly family 
attitude of mutual helpfulness . . . a com- 
pany which gives more than lip service to a 


| 


@ 


results. 


IN ADDITION, our Advanced Under 
writing Division recently has applied these 
same principles to the unlimited frontiers of 
Programming; Pension and Profit-Sharing 
Plans; Estate Planning; Wills and Trusts; 
Taxes; and, in a unique way, Business 


Insurance. 


North” is the 


with... 


f 7 


with the Field, 
demonstrating how thesé 


TOP THIS OFF with a better paying in- 
centive contract, incorporating an unusual 
combination of persistency fees, and you 
have the reasons why the “Star of the 


successful agent who has found himself 


The A gent-Minded 


MINNESOTA 
MUTUAL 


Insurance Company 


VICTORY SQUARE—ST. PAUL, MINNESOTA 


“Extensive checking has failed to dis- 
close the author or source of this ac- 
count.” 


I walked in the home timidly past 
the relatives, undertaker, and minister 
because I felt that this was a poor time 
to be talking about money. They were 
all commiserating on “Poor Jim.” Out- 
side of the undertaker, who might have 
been worrying about how he would 
be paid, there weren’t too many wor- 
ried about “Poor Mary” or the two 
nice-looking kids. I told the widow 
how sorry I was and she just nodded. 














befo 


guiding light to many a 


LIFE 








December 13, 195g§pecem: 


She’d heard that “how sorry” line fo 
two days. Then I handed her a cheek 
for $4,910 and her face lit up like, 
Christmas tree. 

This money was all she had. Ther 
was no estate problem; this wasn’t fo 
inheritance taxes; this wasn’t to bp 
held for college education under ap 
interest option; this wasn’t to be paig 
under an option for 17 years until 
some piece of property would take ove 
as we show in our fine brochures. 

This was cash—money—now, when 
she needed it; for food to eat today 
and for clothes to wear tomorrow. }t 
was money to bury her husband and 
pay the month’s rent; to maintain her 
respect and dignity; money to pay for 
light, heat and water. 

It wasn’t enough forever, but it was 
enough that she could see over the 
mountain of debts and see some of the 
light on the other side. If I had taken 
a 100-pound weight off her back, she 
would have looked no more relieved 
than she did at that moment. 

I didn’t walk out of that home tim- 
idly. I strode out proudly past the un- 
dertaker, the minister, and the friends 
who had brought nothing but sym- 
pathy and a box to bury Jim in. 


More Speakers Listed For 


Insurance Teachers’ Card 


Eleven additional speakers and 
three new session chairmen have 
been announced by J. E. Hedges, In- 
diana University, program chairman 
of the Dec. 28-29 annual meeting of 
American Assn. of University Teachers 
of Insurance at the LaSalle Hotel in 
Chicago. 

Speakers and their subjects are Ar- 
thur M. Weimer, Indiana University, 
“Functions and Goals of Business Ed- 
ucation and Schools of Business;” Jo- 
seph Trosper, Southern Methodist, 
and Irving Pfeffer, UCLA, in a panel 
on “What Are the Unique ‘Principles’ 
of Insurance;” H. J. Loman, Univer- 
sity of Pennsylvania, “The Insurance 
Curriculum;” and William Howard, 
University of Florida, and R. M. Ste- 
venson, Texas A.&M., in, a panel on 
“The Insurance Curriculum.” All the 
foregoing will appear on the Sunday 
program. 

Scheduled for Monday are John 
Cowee, University of California, “Tax- 
ation of Insurance: General Survey— 
The Total Impact;” James C. O’Con- 
nor, editor Fire, Casualty & Surety 
Bulletins, “Current Trends in Insur- 
ance;” and Victor Hansen, U. S. De- 
partment of Justice, “Anti-Trust and 
Regulation Problems in Insurance.” 

Session chairmen announced in ad- 
dition to those already released are 
Dan McGill, University of Pennsylva- 
nia, who will head the Sunday lunch- 
eon session; Richard Heins, Univer- 
sity of Wisconsin, who will serve in 4 
session Sunday afternoon devoted to 
reports of research in progress; and 
Arthur Mason, Washington University, 
who will chairman the session o 
“Problems of Insurance Regulation.” 

Scheduled to report on research i 
progress are C. A. Williams Jr., Uni 
versity of Minnesota; Harry J. So- 
berg, University of California; O. D. 
Dickerson, Florida State; and Irving 
Pfeffer, UCLA. 

New York Life will hold a recep 
tion Sunday evening for all regis 
trants. 

State Mutual Life has donated some 
225 volumes on the subject of life i 
surance to Georgia State college af 

business administration. The books wil 
be used in the library of a new insu! 
ance department at the college. 
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This is the 


LIFE 


and it’s guaranteed 


Brokers from coast to coast find there’s 
tremendous appeal in Travelers Life con- 
tracts. Take the guaranteed cost principle, 
for instance. You can tell your clients that 
the low rates are guaranteed, just as the 
benefits are. 

Then there’s the matter of service. The 
Travelers has a claim service network that 
covers the United States and Canada with 
more than 4,000 full-time employees in more 
than 250 locations. 

Add to this the fact that a trained, ex- 
perienced Travelers brokerage man is anxious 
to serve you—without charge. Yes, he’ll help 
you plan and develop business—and you get 
full commissions on everything you write. 

See The Travelers branch office or general 
agency nearest you for information about 
Travelers insurance. Or send the coupon for 
information. You’ll agree this is the life. 
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ONE OF THE LEADING LIFE INSURANCE COMPANIES 


THE TRAVELERS 


HARTFORD 15, CONNECTICUT 


The Travelers, Life Agency Department, Hartford 15, Connecticut 


I’m interested in writing Life Insurance with The Travelers. Please 
have your nearest brokerage manager get in touch with me. 
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Reneficial 
THOUGHTS 


Christmastime 


A gleam of love-light in the eye, 
A glint of gladness in the sky; 

An added charm in passers by— 
That’s Christmas. 


A hint of halo in the day; 
A thought of others when we pray: 
A gentle glow that lights the way— 
That’s Christmas. 


A goodwill flame within the heart, 
A zeal to act, a nobler part; 
An urge the upward way to start— 
That’s Christmas. 
... B.C. Baird 


Beneficial Thoughts for those of us in the 
business of life insurance. 


BENEFICIAL LIFE 
nuance GE Compe 


Virgil H. Smith, Pres. Salt Lake City, Utah 








HeNATIONAL UNDERWRITER 
ALC, LIA Petitioned For Advisory Body 


(CONTINUED FROM PAGE 1) 


of the 70 licensed in New York write 
various forms of the high early cash 
value contract. 

One Company: 75% 

The amount of business that some 
companies are writing on the mini- 
mum deposit plan makes the matter 
one of considerable proportions: One 
company is doing 75% of its new 
business on the high early cash value 
policy. 

Asked by a reporter how the situ- 
ation might be controlled, Mr. Wikler 
replied, “You have asked the $64,000 
question.” He said the problem is es- 
pecially knotty because there are 
many policyholders in high tax brack- 
ets who can buy such a policy to 
their own advantage. But the policy 
is also being sold to people with in- 
comes of $10,000 to $15,000 a year 
and there is little chance that they 
will ever be able to pay off the debt, 
so they are saddled with an ever-in- 
creasing cost, he pointed out. 


May Be Uninsurable 


Mr. Sackman added that the policy 
finally becomes so expensive that 
very likely the policyholder has no 
recourse but to drop it, at which time 
he may well be uninsurable. 

Asked what is the main fault with 
the minimum deposit plan, Mr. Wikler 
said it is impossible to put one’s 
finger on any single factor. But he 
commented that if the buyer finds his 
income is a little decreased he may 
be in a bad hole, because the high 
minimum policy size, usually $25,000, 
has probably caused him to give up 
other insurance in order to take the 
new policy. 

Mr. Wikler opined that if the policy 
were fully explained to the buyer, 
“You’d need a different pair of glasses 
to sell the contract.” 


Must Have State Sanction 


Whatever remedies are adopted can 
only be effected in cooperation with 
the insurance department, Mr. Sack- 





ALWAYS ROOM FOR OWE MORE... 


because all new arrivals in the family are protected 
automatically with Life and Casualty’s Family Protec- 
tion Plan. 























Reproduced through the courtesy 
of Box Cords, Inc. 


Life Insurance in Force 
Over $1,500,000,000. 


Life and Casualty’s Family Protection Plan is the ideal 
solution for the young family who needs a low cost 
starter for their family insurance program, as well as 
for the established family who truly needs extra pro- 
tection on each family member. 


The Family Protection Plan is designed especially to 
meet the protection needs of each member of the fam- 
ily, and provides needed insurance on all family mem- 
bers with one policy and one 

premium. 


Life and Casualty writes the 
Family Protection Plan in the 
Weekly Premium and Ordinary 
Departments. 
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man pointed out. If the companies 
got together on their own they would 
be running the risk of violating anti. 
trust laws. 

Could minimum deposit develop tg 
the point where it would be regardeg 
as a racket, and a discredit to the 
business, someone asked. Mr. Sackman 
said that in fairness to the companies 
it should be said that if they had fore. 
seen the pitfalls they might haye 
avoided them. He was referring par. 
ticularly to the high lapse rates ex. 
perienced on the minimum deposi 
plan. He pointed out that while the 
plan has been written in one form 
or another for many years the big 
boom has only been developing in the 
last two to three years and it takes g 
certain time for lapse rates to show 
up as being different from the general 
run of a company’s business. 

Mr. Wikler observed that in some 
companies the commission plus the 
general agent’s allowance for ex. 
penses plus the first year cash value 
add up to quite a bit more than 100%. 
In one company it is about 113%. I 
this kind of business lapses early, the 
company stands to lose seriously. 


Opens Milwaukee Branch 


North American L.&C. has opened 
a branch office in Milwaukee under 
Frederick A. Severson. 





Convention Dates 





Dec. 15-19, National Assn. of Insurance Com- 
missioners, midwinter, Roosevelt Hotel, New 
Orleans. 

Dec. 28-29. American Assn. of University 
Teachers of Insurance, annual, LaSalle Ho- 
tel, Chicago. 


1959 


Jan. 29-30, Life Underwriters Assn. of Canada, 
annual, King Edward Hotel, Toronto. 

Feb. 16-18, Health Insurance Assn., group in- 
surance forum, Biltmore Hotel, New York. 

Feb. 20-21, New York State Assn. of Life Un- 
derwriters, general agents and managen 
meeting, Gideon Putnam Hotel, Saratoga, 

March 15-20, National Assn. of L‘fe Underwrit- 
ers, mid-year, Leamington Hotel, Minnea- 
polis. 

March 16-18, LIAMA, agency management con- 
ference, Edgewater Beach Hotel, Chicago. 

March 19-20, Society of Actuaries, eastem 
meeting, Commodore Hotel, New York. 

April 20-22, LIAMA, A&S meeting, Edgewater 
Beach Hotel, Chicago. : 

May 4-6, Health Insurance Institute, Bellevue- 
Stratford Hotel, Philadelphia. 

May 6-8, LIAMA, combinaticn companies con- 
ference, Roosevelt Hotel, New York. 

May 10-13, LIAMA, agency office’s round te 
ble, The Homestead, Hot Springs, Va. 

May 15, Illinois Assn. of Life Underwriters, 
annual, Hotel Leland, Springfield. 

June 8-12, NAIC, annual, Statler Hotel, Boston. 

Jure 11-12, Society of Actuaries, western meet- 
ing, Fairmont and Mark Hopkins Hotels, 
San Francisco. 

June 11-13, ALC medical section, The Home 
stead, Hot Springs, Va. 

June 14-17, International Assn. of A&H Under 
writers, annual, French  Lick-Sheraton, 
French Lick, Ind. 

June 15-26, ALC life officers investment se 
inar, Beloit College, Beloit Wis. 

Sept. 20-25, National Assn. of Life Underwtt 
ers, annual, Bellevue-Stratford Hotel, Phil 
delphia. 

Oct. 12-16, American Life Convention, anni. 
Edgewater Beach Hotel, Chicago. 

Oct. 29-31, Life Advertisers Assn., anni 
Drake Hotel, Chicago. 

November 9-13, LIAMA, annual, Queen Bi 
abeth Hotel, Montreal. 

November 16-18, Health Insurance Asen., indir 
idual insurance forum, Biltmore Hotel, 
York. 

November 9-11, Society of Actuaries, annul 
The Greenbrier, White Sulphur Sprit 
W. Va. 
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Says Income Levy Not 
Sole Govt. Tax Concern 


(CONTINUED FROM PAGE 1) 
against the values and proceeds of 
life insurance policies owned by de- 
linquent taxpayers. 

Activity of the federal government 
in health insurance was evidenced by 
the court efforts of the Federal Trade 
Commission to implement its claims 
to authority to regulate A&S insur- 
ance advertising, as well as congres- 
sional interest in cash sickness insur- 
ance, reinsurance, non-cancellation of 
A&S policies, and the continuing pos- 
sibility of compulsory health insur- 
ance listed by AFL-CIO executive 
committee as “major areas in which 
action is long overdue” is the pro- 
posed Forand bill to provide hospital 
and surgical care for OASDI bene- 
ficiaries. 

Cites Social Security Changes 

Mr. Thore also cited the 1958 
amendments to the social security act, 
the White House conference on aging, 
and unemployment compensation for 
life insurance agents as being among 
the more significant developments in 
security this year. 

In the monetary and debt manage- 
ment field, Mr. Thore pointed to recent 
and prospective monetary inquiries, 
such as the interest rate question, and 
to the increasingly difficult subject 
of federal appropriation and budget 
legislation. In the investment field, 
housing and mortgage lending, the 
voluntary home mortgage credit pro- 
gram and government inquiries into 
the nation’s housing and home fin- 
ance credit needs are also items of 
active and continuing consideration. 


Government Workers Coverage 


Also mentioned in Mr. Thore’s re- 
port were insurance for federal civili- 
an and military personnel, including 
federal employes’ group life insurance, 
and a proposal for federal employe 
group health insurance, armed forces 
survivor benefit legislation, changes 
in National Service life insurance, 
amendments to the soldiers and sail- 
ors civil relief act and legislative ex- 
fension of the “Medicare” program 
of health care for families of service- 
men. 


More Centralized Government 


Commenting on the effects of the 
November elections on Washington 
trends, Mr. Thore said: 

“We feel that the makeup of the 
new Congress is a continuation of the 
long-range trend toward larger and 
more centralized government ... We 
also feel, however, that this trend 
must be understood in relative terms 
and not considered an absolute pol- 
itical force which can be predicted 
with certainty to produce a particu- 
lar result in any given area. It may 
express itself differently, for example, 
with respect to fiscal matters than 
it does in the field of social legisla- 
tion. The traditional conservative 
coalition is reduced numerically but 
stil should not be discounted as a 
political balance wheel.” 

In the regulatory field, Mr. Thore 
pointed to such major considerations 
as federal welfare and pension plan 
legislation, life insurance sales to 
Members of the armed forces, anti- 
trust investment pre-acquisition noti- 
fication legislation, the beginning of 
the O’Mahoney hearings on state reg- 
ulation and public law 15, and regu- 
lation of unlisted securities and vari- 
able annuities under the securities 
exchange act. 


Boston Mutual insurance in force 
totaled $312 million on Oct. 31. 


LIFE INSURANCE EDITION 


Lincoln National Has 
New Package Plans 


Lincoln National Life has three new 
package plans for groups of 10 to 25 
employes. The plans are built around 
the new MM-5 controlled major medi- 
cal coverage recently approved in all 
states for groups of 25 or more lives. 

Features of the plans include the 
advantages of the traditional base 
plans and the maximum catastrophe 
benefits of major medical plans; pro- 
tection against major, as well as minor, 
illnesses and injuries; extends cover- 
age to many types of charges not 
ordinarily covered under base plans; 
the sole discretion of those rendering 
employer’s over-all costs are not at 
the sole discretion of those rendering 
the services; benefits provided for 
pre-existing conditions are controlled, 
and eliminates payment for medicine 
and drug items when the patient is 
not a hospital resident. 


James M. Voss & Associates and the 
regional group office of Union Mutual 
Life at Boston recently held an open 
house. 

















Third Printing now 


TheR&R 
READY REFERENCE 
POCKET MANUAL 


Here, in a pocket-size book, is a whole 
library of life insurance sales material— 
getting attention . . . uncovering needs 
. answering objections . . . life insur- 
ance as an investment... programming 
ideas . . . business insurance essentials 
A . taxes . . government benefits, etc. 
~all indexed and at your fingertips. 


Every agent should keep a.copy with 
him at all times. 
- 412 pages, 3 x 4% size, 
leather-grained binding. 
. Single copy, $3.60; 2 to 9 copies, ; 
$3.48 each. Pie. 
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=° inspiration 
& motivation 
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PROVIDENT. 
LIFE AND ACCIDENT 
Yraurarece | OUty titty 


CH AT TAN OOGA 





THE KEY TO A QUALITY MARKET 
WITH AN URGENT NEED 


The hazard of financial disaster because of disability 
often is greater than the money problems of death 
or old age. This need for guaranteed, long 

term disability income — if presented clearly 

and effectively to management and key 

personnel — will get attention, interest, and a willing- 


ness to buy. 


These two brochures offer Provident’s exclusive and . 
highly successful solution to the problem of a sub- 
stitute income during long term disability. The 
problem and the solution is presented clearly, 

simply, and effectively. Groups as small as five are ‘ 


eligible. 
Write for brochures S-1 and S-2 


SICKNESS 
MEDICAL 


ACCIDENT e 
SURGICAL e 


LIFE e 
HOSPITAL e 
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Record Death Claims. 
Seen As Result Of 
Tratfic Fatalities 


The large number of traffic deaths 
this year is expected to result in a 
record total of death benefit payments 
for such fatalities with the 1958 ag- 
gregate probably reaching $115 mil- 
lion, according to Institute of Life 
Insurance. 

Benefits paid on traffic deaths dur- 
ing the first nine months were $85 


FieNATIONAL UNDERWRITER 


million, compared with $82 million for 
the same period last year, even though 
the death rate from this cause is 
reported to be down this year. Five 
years ago the total was only $55 
million for the nine months, the insti- 
tute said. 

The number of policies: involved in 
death claims growing out of motor 
vehicle accidents was 34,000 in the 
first nine months, but, the institute 
said, the number of lives were some- 
what less than in 1957 since many 
insured owned more than one policy. 


Lower Mortality Of 
Women Called Minor: 


Reinsurance Factor 

While Republic National Life plans 
to announce a reduction -in female 
rates for reinsurance, the company 
does not consider it a major step, 
because of the relatively small amount 
of possible saving, said Malcolm D. 
Thomas, assistant vice-president of 
Republic National, at the annual meet- 
ing of Institute of Home Office Under- 


JAMES B. O'BRIEN, JR. became an Agent in 1946 for his father, who was then General Agent in Albany for the Berkshire Life Insurance 
Company. He was made Agency Supervisor in 1949, and upon his father’s retirement in 1951 succeeded him as General Agent. 
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“The company 
you keep 
is Important... 
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... actually, a lot more important to your professional 
success than it is to your social life.” 


“T guess you mean that my chances of success are better 
if I go with one company than they would be if I went with 
another.” 


“Exactly. You want a company soundly managed and widely 
known for its interest in providing quality service for its 
policyowners. You want a company equipped to train you in 
the latest sales methods, using the most modern techniques, 
such as Berkshire’s new “Cinematic Learning”, an industry- 
first film training program. This kind of training will make 
you more valuable to the company, and to policyowners as 
well. That should be most important to you—a company 


genuinely interested in your personal long-range success, 
not just in hiring you for a fling at selling.” 


“That sounds like good advice.” 


“You bet it is, and Berkshire Life is 100% that kind of com- 
pany. That’s why I’m convinced that today 
Berkshire presents the greatest potential 
for personal growth in the industry!” 


ERKS HIRE 


LIFE INSURANCE Co. 


Life, Accident & Sickness, Pension Plans, Annuities 


W. Rankin Furey, C.L.U., President 
George D. Covell, C.L.U., Agency Vice President 
PITTSFIELD, MASS. « AMUTUAL COMPANY ° 1851 
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writers in Hollywood, Fla. 

Only a small percentage of 4 
business Republic National sees jg, 
female lives and a large segment of 
involves juveniles where further 
ductions cannot be given. For an aver 
age setback of four years on ye; 
renewal term reinsurance rates, t, 
over-all reduction in costs would J 
less than 14%4%. Republic Nationa) 
studies further showed that the aye, 
age size policy on females is less th, 
70% of that of males. Although the, 
is a better mortality on females, the 
is a higher unit cost because of t, 
lower average size policy. 

“In general, I think we will cq, 
tinue to observe smaller average siz 
policies despite such gimmicks , 
minimum amount policies, cheaper }; 
the dozen, etc.,” said Mr. Thomas 

While women are not consider 
good disability risks, he said, maki 
waiver of premium automatic wit 
issue is justified because of the spreaj 
so obtained. 

As for term insurance on wome, 
Mr. Thomas conceded that term my 
be underwritten with care but said h 
failed to see why it should be cop. 
sidered more speculative just becaug 
of being on a female life, provided th 
amount is in keeping with the finan. 
cial picture of the family. 

On the score of persistency, he sai 
he doubted that any company ha 
made a comparison of _ persistency 
between male and female busines 
but “since the purse-strings of » 
many families are opened, stretched, 
and closed by the wife, I wonder i 
she would be a more persistent life 
risk.” 


Lite Companies 1958 Investment 
In Securities Is $1,652,000,000 

According to Institute of Life In 
surance, new capital made availabk 
by life companies to business ani 
industry through investment in secur 
ities in the first three quarters o 
1958 was  $1,652,000,000, whic 
brought the aggregate of such holding 
to $43,785,000,000 at the end of Sep 
tember. Mortgage holdings in th 
nine-month period increased $1,191; 
000,000, bringing the total to $36,462- 
000,000. Holdings in U. S. government 
securities rose $279 million in the 
first three quarters for a total o 
$7,307,000,000. 

Investment in commercial and in 
dustrial rental properties totaled $2- 
049,000,000 on Sept. 30, a gain of 
$229 million over a year ago. 


MANAGEMENT | 
, CONSULTANTS 


O'TOOLE ASSOCIATES 


Management Consultants 
To Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
Queens Village 29, N. Y. 


i 
BOWLES, ANDREWS & TOWNE. ine. 


ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
RICHMOND ATLANTA NEW YORK 
PORTLAND 


CONSULTANTS 


IN MARKETING AND MANAGEMENT 
FOR THE INSURANCE BUSINESS 


FRANK LANG 
ONE NORTH LASALLE ST. 
CHICAGO 2, ILLINOIS 
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QOvuUALITY 


in Aceident and Sickness Sales 


In Accident and Sickness selling, it’s quality that makes the difference! 


In this period of rapid growth, Paul Revere has retained its record of quality . . . 


which springs from every phase of its operation. 


And because “insistence on quality” has always been a Paul Revere characteristic, 


never has the Company been willing to sacrifice true quality for quantity’s sake alone. 


Moreover from quality comes quantity. And that is why Paul Revere has enjoyed a 
continuous healthy growth year in and year out. It’s another reason why career un- 
derw~iters are attracted to Paul Revere as the kind of company in which they can 


build a sound and permanently profitable future. 


THE PAUL REVERE LIFE INSURANCE COMPANY 


Non-cancellable Accident and Sickness, Hospitalization, WORCESTE ¥ as 
Major Medical, Life and Group Insurance MASSACHU 


Canadian Head Office, Hamilton, Ontario 
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HeNATIONAL UNDERWRITER 


Editorial Commen? 


Don’t Underestimate Sen. O'Mahoney 


Sen. O’Mahoney’s disappointing per- 
formance at the recent annual meeting 
of National Assn. of Independent Insur- 
ers should not mislead anybody into 
underestimating the power of the Sen- 
ator when he gets into the life insur- 
ance phase of his investigation, prob- 
ably late next spring. 

At the NAII meeting, as reported in 
THE NATIONAL UNDERWRITER two weeks 
ago, Sen. O’Mahoney seemed to want 
to talk about numerous other matters a 

- lot more than about the insurance in- 
vestigation. What little he said about 
the investigation, both in his talk and 
at the press conference, seemed vague 
and at times cryptic. 

But when he is playing on his home 
field the Senator is anything but vague 
and cryptic. He is a sharp-minded 
inquisitor, whose effectiveness is en- 
hanced by the graciousness and suavi- 
ty with which he asks those inno- 
cent-sounding questions. At the NAII 
meeting Sen. O’Mahoney was simply 
not telegraphing his punches. He said 
what he wanted to say about the in- 
vestigation and then fell back on the 
communist menace or whatever other 
topic he felt like discoursing on, rather 
than revealing more about his in- 
surance probe than he felt was 
strategically sound. 

The life insurance business may 
have the strongest possible conviction 
that it has done nothing that the 
O’Mahoney investigation can make cap- 
ital out of, but it is sure to have 
plenty of bad moments. A Congres- 
sional committee investigation is a 
form of trial by combat—and the in- 
quisitors are operating in their home 
territory and setting the rules for the 
contest. 

The way it works out is that a wit- 
ness can figure he is going to be re- 
garded as guilty until he can prove 
himself innocent. If he oversimplifies 
his answer to a question, in order to 
make it intelligible to non-technicians, 
he is likely to be tripped up. If he 
tries to be technically accurate he will 
probably be put in an unfavorable 
light as one who is trying to confuse 
the issue by double-talk. 

Those who sat through the tem- 
porary national economic committee 
hearings of 20 years ago won’t need 
to be told how a committee can make 
headlines with nothing much to base 
them on. But the life insurance busi- 
ness will be facing something that it 
didn’t have to contend with in the 
TNEC investigation. That is the fact 
that the insurance industry is subject 
to federal control when it operates 
interstate and the states regulate it 
only on Congressional sufferance. Con- 
gress doesn’t need a_ constitutional 
amendment to get back all or part of 
the control that it ceded to the states 
in public law 15. 

The O’Mahoney investigation is part 
of an anti-monopoly inquiry but it is 
obvious that it can cover a lot of 
territory that is not strictly within 
the anti-monopoly corral. Sen. O’Ma- 


honey is not shying away from any 
phase of real or fancied state-regu- 
lation weakness just because there is 
no obvious monopoly angle involved. 
He seems to be going along these 
lines: Do abuses exist? Does the fed- 
eral government have the authority to 
deal with them? Do the states have 
the authority to deal with them—and 
if so are they exercising it? Is fed- 
eral regulation needed? 

The life insurance industry has an 
excellent story to tell, and if it is 
wise and is represented by good wit- 
nesses it should come out again “with 
flying colors,’ as Sen. O’Mahoney un- 
grudgingly said of it at the conclu- 


sion of his TNEC investigation —R.B.M. 





Deaths 


GEORGE F. BURNS, 35, manager 
of Columbian National at Portland, 
Me., died from injuries received in an 
automobile accident. 


A. S. BURKART, 82, retired execu- 
tive vice-president of. the former 
Conservative Life of South Bend, died 
there after an illness of six months. 
He retired in 1947. 





Personals 


William F. Umphrey, the new gen- 
eral agent of Mutual Benefit Life at 





N. D. Comerford 


W. F. Umphrey 


Grand Rapids, and Neil D. Comerford, 
recently appointed general agent at 
Lansing, whose appointments appeared 
in the Dec. 6 issue, will take over the 
territory formerly served by Raleigh 
R. Stotz who is retiring from manage- 
ment duties. Mr. Umphrey has been 
county chairman for the local muscular 
dystrophy organization at Grand Ra- 
pids and an active participant in 
Community Chest and Y.M.C.A. drives. 
Mr. Comerford has been captain of the 
business gifts committee of Hartford 
Community Chest and active in the 
Hartford Junior Chamber of Com- 
metrce. 


Byron K. Elliott, president of John 
Hancock, has been elected a director 
of Boston Edison Co. 


Roy Tuchbreiter, chairman of Con- 
tinental Casualty and _ Continental 
Assurance, has been named chairman 
of the blue ribbon jury investigating 


the fire last week which destroyed 
Our Lady of Angels School in Chicago 
and claimed the lives of 89 children. 


Adm. Sidney W. Souers, chairman 
and chief executive officer of General 
American Life, has been elected to 
the board of trustees of Westminster 
College of Fulton, Mo. 





Hemispheric Conference 
To Act On Resolutions 


At the Hemispheric Insurance Con- 
ference in Caracas, Venezuela, it was 
agreed that the host country will be 
responsible for following up all rec- 
ommendations made at this and future 
meetings. Accordingly, Venezuelan in- 
surers’ associations will maintain con- 
tact with associations of all western 
hemispheric countries to check on res- 
olutions passed this year. The Venezu- 
ela insurers will report their findings 
at the 1960 conference, tentatively 
scheduled for Havana. 

Insurance superintendents from Bra- 
zil, Argentina, Equador, Colombia and 
Venezuela attended the conference and 
recommended setting up an associa- 
tion of Latin American superintendents 
for a continuing interchange of thought 
on mutual problems. The five supér- 
intendents have scheduled a meeting 
in Buenos Aires in 1959 to further this 
project. 


Delegates From The U. S. 


Among the delegates at Caracas from 
the U. S. life industry were A. L. Kirk- 
patrick, manager of the insurance de- 
partment of U. S. Chamber of Chamber 
of Commerce; Laurence F. Lee, presi- 
dent of Peninsular Life; Holgar J. 
Johnson, president of Institute of Life 
Insurance; Lester O. Schriver, man- 
aging director of National Assn. of Life 
Underwriters; Ralph R. Lounsbury, 
president of Bankers National Life, and 
W. D. Grant, executive vice-president, 
and John G. Phillips, vice-president, 
both of Business Men’s Assurance. 

Also, Victor C. D’Unger, reinsurance 
secretary of Lincoln National Life; John 
A. Diemand, president of Life of North 
America; Fritz G. Lindley, vice-presi- 
dent of Pan-American Life; George W. 
Young, vice-president, and Richard 
Smith, both of Connecticut General; 
W. N. Stannus, vice-president of Re- 
public National; and Levering Cart- 
wright of Cartwright, Valleau & Co., 
Chicago insurance stock investment 
specialists. 





Stocks 


By H. W. Cornelius, Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, December 9, 1958 






























Bid Asked 
Aetna Life 223 226 
Beneficial Standard  ...........s0 17% 18% 
Business Men’s Assurance . 100 105 
Cal.-Western States. ............. 115 
Columbian National .... 122 
Commonwealth Life .... 28% 
Connecticut General .... 340 
Continental Assurance 175 
BERTIE TAGE oi ccccscavssssevseessvsecsetinsese 85 
Gulf Life 2612 
Jefferson Standard ......cccssccceseees 96 
Kansas City Life ............ 1600 
Liberty National Life 52 
Life & Casualty .......... 23 
Life of Virginia ............. 56 
Lincoln National Life . 250 
National L. & A. 111 114 
North American, III. ..... 21% 221, 
N. W. National Life ....... 93 Bid 
Ohio State Life ........... 285 310 
Old Line Life ......... 57 60 
Old Republic Life ..... 24% 25% 
Republic Natl. Life .........ccsesseee 5544 57 
Travelers 96% 98 
United, Ill. 50% 53 
U. S. Life 441%, 4612 
Washington National ................0 56 60 
Wisconsin National Life ... 67 70 
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IAL ilde Says Minimum 
‘F"EMpeposit Abuses Could 
ing Federal Protests 


, Nationg ’ 
TINUED FROM PAGE 1 

SPaper of q sey was exposed and sound ‘abition 
Insurang yn a constructive basis re-established. 
“Now, to the amazement of most 
of US, 2 relatively few companies are 
ynintentionally giving aid and comfort 
to the same ‘twisting’ technique. The 
yhicle provided is the high-cash- 
yalue-in-early-years policy. The argu- 
ents of the twister are the old 
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FFICE discredited ones of the 1930s. Because 
the arguments are based on discredit- 

~<s Il. Hing level premium insurance and are 
CG iyst as false as they ever were, this 
urridge, | of selling will not long survive. 
‘Coa — Meanwhile, many policyholders 
‘. Fi] suffer serious losses, and the 

E business will lose stature with many 
¥ people. Special policies to meet special 

ay, ll. Bituations are proper. Special policies 
bs S&F unich lend themselves to misrepresen- 

J: O'Brien. f tion, misunderstanding, ‘ maximum 
E borrowings and : unwarranted tax 
» oii Havoidance, and which may be inequi- 
“Ohio. Table to other policyholders are not 
‘ calculated to further the interests of 
the business or in the long run the 

ent. individual company which enjoys a 
ident, short-run sales success at the expense 


7 of its future reputation. 


io | a Rising Tide Of Protests” 
“In my opinion this type of practice, 
sldg., Te, Jf continued, will lead to a rising tide 


uthessiem Jot protests by insurance departments 
for even by the federal government, 
\lwhich seems to be looking for an 
‘fopportunity to override state super- 
vision and the answers which they 
Manager. J are likely to furnish may not be happy 
'f ones for the business of life insurance.” 
By the year-end approximately $493 
billion of life insurance will be in 
‘I force in the United States in legal 
if reserve life insurance companies cov- 
‘fering some 112 million policyholders, 
Mr. Wilde reported. 

This will be an increase of almost 


Appointed To Head 
John Hancock's Two 
New Agency Divisions 


John Hancock has created two new 
divisions within the district agency 


Paul E. Eagan Merrill W. Kidman 


organization, one for administration 
and the other for marketing manage- 
ment. The new division of admin- 
istration will have Merrill W. Kidman, 
former superintendent of agencies, as 
director and Paul E. Eagan, director 
of sales promotion, becomes director 
of the marketing management divi- 
sion. 


Administrative Responsibilities 


The administration division will be 
responsible for interpreting policy in 
field management functions, coordin- 
ation of field management practices 
and procedures and general control of 
agency development and _ personnel 
administration in the district agency 
department. 

The division of market management 
was created to effect closer coordina- 
tion between field training, sales serv- 
ice, sales promotion and marketing 
services. 

Joseph A. Smith, supervisor of sales 
promotion, will succeed Mr. Eagan and 
David F. Jackson Jr., agency assistant, 
becomes supervisor of sales promo- 
tion. 





Benefit payments this year are 
expected to reach an annual total of 
$9.5 billion, up almost 9%. Benefit 
payments under life insurance policies 
and annuity contracts will approxi- 
mate $7.3 billion, of which about $4.3 
billion will be paid to living policy- 
holders as matured endowments, an- 
nuity benefits, policy dividends, sur- 
render values and other payments. The 
remaining $3 billion represents pay- 
ments to beneficiaries. Benefits under 
A&S contracts will total over $2.2 
billion in 1958. 

Mr. Wilde’s talk will be more com- 
pletely covered in next week’s issue, 
when some of the other talks omitted 
from this edition will also be reported. 












6. Pej | 8%. Approximately $288 billion will 
be under ordinary policies, about $145 
; billion under group contracts, $40 
Altre tl billion under industrial policies and 
the remaining $20 billion will represent 
oni credit insurance. 
ert Ebel- § Legal Reserve Sales Down 
i However, Mr. Wilde said, sales to 
. 2 j | United States residents by legal re- 
serve companies during the year will 
“a be about 2% below last year’s volume 
. and are expected to approximate $65.5 
cm billion. Of this total, $47.5 billion will 
teflect new ordinary, about $11.5 
seal billion new group, and about $6.5 
billion new industrial. 
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Expansion program provides openings for 


qualified General Agents in selected areas. 


Lovat Protective Lire INSURANCE COMPANY 
BOSTON 15, MASSACHUSETTS” 


Outstanding Sickness & Accident 
INCOME PROTECTION 


Non-cancellable, guaranteed renewable to Age 65 — at guaran- 
teed premium rates, non-aggregate, no house confinement, 
optional hospital-surgical-medical benefits. Sickness 
benefits from one year to ten years—Accident from 
two years to lifetime. (Also participating life 

insurance and all types of group insurance!) 


* 
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TO MEET THE CHALLENGE OF TURNOVER 








ae: 


aq new 
CAREER 
INTRO 


DUCTION 
program 


a valuable selection device, informal 


s 
A precontract training has won substantial 


recognition. Manufacturers Life takes this concept several steps further 


with the Career Introduction Program. It's a three-in-one agency build- 


ing package designed to 
the Life Insurance career, 


potentially successful man. 


“Career Introduction” 


help our Managers interest good men in 


present a training sample, and select the 


is a brief course that pictures the career 


opportunity, the product and the market; measures the prospective 


agent's market, and tests for such factors as call reluctance and ability 


to absorb training — before the career contract is signed. 


When those that survive this screening are put under contract, and 


enrolled in the Company’s regular training program, both Managers 


and new men can be confident that the odds for success are high. 


THE 
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LIFE COMPANY 


HEAD OFFICE: Toronto, Canada 
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A Career in the Making 


with the 


ILLINOIS MUTUAL 


Life and Casualty Company 


A Portfolio power packed with saleable policies is your 
assurance of a profitable and successful career. Here is 
a Company with a reputation for Quality Coverage, Out- 
standing Service, High Integrity, and Capable Man- 


agement. 





Everyone Needs Life, Disability and Medical Care 
pense Insurance. 
a pioneer in  Accident-Sickness-Hospital 


now offers a complete Life Insurance Program. 


Insurance, 





For 48 years Illinois Mutual has been 


and 








Inquire about our Direct Contract or Brokerage 
High Commission Rate—Ist Premium and Renewals! 


Arrangement- 
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E. A. McCord 
President 
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(formerly: Illinois Mutual Casualty Company) 
“DEPENDABLE INSURANCE SINCE 1910” 


Home Office 
Peoria, Illinois 


















Prudential 








HieNATIONAL UNDERWRITER 





in 1950 at Hempstead, N. Y., where 


Changes In The Field he was mamed manager Jn Tab 


and was named manager at Reading Federal Life 
in 1945. Mr. North became director 

Forrest D. Long, manager at Harris- of A&S sales in 1951 and was named R. Ralph Fluckey has been ap- 
burg, has been promoted to central director of agencies at Reading in 1956. pointed manager at Detroit and James 
Pennsylvania director of agencies, John S. Politi, former training con- R. Mannell is the newly appointed 
headquartered at Harrisburg, to suc- sultant of the Long Island region, has manager on the Chicago southside. 
ceed John E. North who has been been promoted to manager at Jersey Mr. Fluckey will specialize in life and 
named head of the Delaware-Maryland City to succeed Henry S. Bedell, who A&S. Prior to joining Federal Life, 
region, based at Baltimore. Mr. Long has been appointed manager at Hack- Mr. Mannell was assistant manager 
joined Prudential at Harrisburg in 1932 ensack. Mr. Politi joined Prudential of Mutual Life of New York at Chicago 





President Chester O. Sullivan defines the basic pur- 
pose of Midland Mutual: 


“Extending the benefits of personal insurance to 
an ever-increasing number of people.” 

Our greatest need in the accomplishment of this 
purpose is an effective, well-trained sales organiza- 
tion. Our greatest asset will always be happy, suc- 
cessful field people — because they do the actual 
work of serving the public through our products. 

Midland Mutual offers rewarding careers in field 
management and underwriting—and provides 
the leadership and support to help field people 
achieve real success. The home office is staffed with 
capable, experienced individuals who are respon- 





“‘Our greatest asset...happy, successful field people’’ 


ROM MIDLAND MUTUAL 


Chester O. Sullivan, Midland Mutual’s field-minded President. 


sive to the needs and problems of the field force. 

To find out more about the advantages of Midland 
Mutual’s “Helping tiand” philosophy of operation, 
write to Charles E. Sherer, CLU, Vice President and 
Director of Agencies. 


‘ Serving Personal 
- Security Needs 
Since 1906 


MIDLAND MUTUAL 


LIFE INSURANCE COMPANY 
256 East Broad St., Columbus 16, Ohio 
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Mutual Of New York & iat 
- Rich m 
Clarke has sa at 
named Managdinqyltant 
Boise, Ida, 
joined Mutu! 
Boise in 195 Jackson | 
was advance ont at Ja 
assistant a eral ag! 
at Idaho Fa}, a who 
1957. He was gl ayction. 
sequently pro ninghan 
ed to the homer becan 
fice sales stayit. is a C 
Managerial tal. 
J. Richard Clarke ing. | Se ase 
Stephen J} 3 
formerly with the Pension Ing Life. 
and New York Life, has joing kJ 
group office at New York ang Des Pitt 
specialize in the design and servis’ * a 
group pension plans. Pte bt 


John Hancock 


William F. Cass, assistant digi Jule J. F 
manager at Poughkeepsie, has jqgupervisor 
promoted to supervisor of field tribromoted 1 
ing of the mid-continent are, Me has bee 
will be attached to the regional offince. 
at Chicago. He joined John Ha 
at Torrington, Conn., in 1959. 


Franklin Life 


Appointment of 
Calvert Hall as ex- 
ecutive director of 
sales for North 
Carolina has been 
made by Franklin Car 
Life. Mr. Hall has 
been in the life in- 
surance business 
since 1952 when he 
joined Prudential 
in New Jersey asa 
special agent. In 


1956 he was ap- 
pointed divi- Calvert Hall Gel 
sion manager. 


Occidental Of Cal. 


William D. Henderson has been: 
pointed assistant brokerage man 
at Dallas. He was formerly w 
Republic National Life in Dallas} 
the past four years. 








r 


Bankers Life Of lowa 

John A. Ball 
been named ag 
cy manager 
Nashvilleti 
Bankers _ Life 
Iowa. Prior toj0 
ing the compa 
Mr. Ball was 
sistant manag 
there for Mu 
Life of New Yd 
He entered the! 
insurance busilé 
in 1953 with? 
dential where 
remained five years before joining# 
tual of New York. 





John A. Ball 


Sun Life Of Maryland 


J. Reid Harrison has been appo 
general agent at Red Bank, N. 4 
was formerly with Colonial Lift 
Red Bank. 














Acacia Mutual 


David Vann, who has been wilt? 
Tampa agency since 1956, has 0% 
named acting manager there. 
secretary-treasurer of Tampa” 
Underwriters Assn. a 

William P. Leibensperget, divs 
manager of Prudential at Cind 
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-heen named manager at Columbus. 
York Jey ining Prudential in 1951, he 

Rich@&. pen manager at Canton, division 
> has #Banager at Columbus and _ training 
1 Managdnyltant at the home office. 


_ 
” a Aetna Life 


— Mutug 
in 1953 jackson G. Field, associate general 
AdVanceill ont at Jacksonville, has been named 
nt Mawineral agent to succeed Charles I. 

who will continue in personal 
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He was ayction. Mr. Field joined Aetna at 
rtly prow mingham, Ala., in 1948, where he 
the homie became assistant general agent. 
les stati, jg a CLU. Mr. Mann has been 
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ith Aetna for 33 years and has been 
eneral agent since 1936. 


Life Of North America 
frank J. Schmucker, assistant man- 
sr at Pittsburgh, has been appointed 
Manager at Newark. He has been in 
e life business for seven years. 
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complete confidence. 
























Pacific National Life 


George E. Gaylord has been ap- 
pointed general agent at Grand Junc- 
tion, Colo., by Pacific National. Before 
entering life insurance in 1954, he was 
a conservation officer with Colorado 
fish and game department. 


Berkshire Life 


Peter Messinger, former manager 
of the programming and planning 
department of Mutual Trust Life at 
Brooklyn, has been appointed super- 
visor at New York. } 


American United Life 
Winfield S. Haldt has been appoint- 
ed manager of the company’s new 
agency in Terre Haute. He has been 
in the business 10 years as agent, 
assistant manager and consultant. 


Commonwealth Life 
John E. Lovelace Jr. has been named 
manager of the Mississippi branch by 
Commonwealth Life. His office will be 
at Jackson. Mr. Lovelace has been in 
life insurance since 1956. 


pportunity 
IN OMAHA 


FOR THE MAN READY FOR 


General Agent Advancement 


Here’s an excellent Midwestern opening in pros- 
perous Omaha for the man whose experience and 


ability qualify him for General Agent responsi- 


Our Company, with over $230,000,000 Insur- 
ance In Force, is conducting a vigorous expansion 
program throughout our entire operating territory. 
We assure you the utmost in efficient home office 
cooperation plus tested effective sales aids. Write 


today for detailed information. Correspondence in 

















H. O. CHAPMAN, 


President 


S. H. WITMER, 
Chairman of the Board 












TOPEKA + SIOUX FALLS 


AMERICAN FOUNDERS LIFE has 
entered Tennessee and has appointed 
A. M. Burton II, formerly training 
supervisor of Life & Casualty, as 
agency manager at Nashville. 


VALLEY FORGE LIFE has ap- 
pointed William Lewis life brokerage 
supervisor at Charlotte. 


Jack E. Wunsch has been named 
agent at Clayton, Mo., by CAPITOL 
LIFE. He was formerly district man- 
ager for Mutual Savings Life. 
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Nw Mutual Agents Attend Clinic 
A general agency building clinic 
was attended by 21 general agents of 
Northwestern Mutual Life at the 
home office. Special emphasis was put 
on selection and training of career 
agents, and recruiting, financing and 
supervising of new agents were also 
discussed at the one-week workshop. 





Bankers Life of Nebraska has 
opened a new field office in Honolulu, 
effective Dec. 1. 
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OPPORTUNITY 


CAN YOU PROSPECT? 

Do your prospects come directly from 
your own effort, ability and imagination 
and not from office leads, your super- 
visor, your manager? 


Can you show others “how to”? 


CAN YOU TELL A CONVINCING SALES STORY? 
If you’re doing well right now with what 
you ve got, you'll do better with our 
proven competitive merchandising plans 
featuring dismemberment—lifetime in- 
come—top value income settlement 
option—and the premium payment plan 
of the future, Check-O-Matic. 


Can you ins pire and show others “how to”? 


CAN YOU COMPETE? 

Do you enjoy competing with others? 
More important, do you compete with 
yourself ? 


Can you instill this s pirit in others? 


DO YOU REALLY WANT TO EARN MORE MONEY? 
Do you want to earn top present and 
future dollars for your own personal 
“know how” and for your ability to 

show others “how to”? 


YOUR ANSWER! 

Highest lifetime service fee in the business 
to adequately compensate the career 
underwriter—fully vested renewals for 

9 years—top 1st year commission on 

par and non-par policies—agency office 
allowance—non-contributory pension 
plan—operating capital for new agents. 


Write, Wire, Phone 
FREDERICK E. JONES, President 
HOWARD W. KRAFT, Vice President 
and Director of Agencies 








HERE’S 





THE OHIO STATE LIFE 


COLUMBUS 15, OHIO 





Opportunities in: Arizona, California, District of Columbia, Delaware, Florida, 
Georgia, Illinois, Indiana, lowa, Kentucky, Maryland, Michigan, Minnesota, Mis- 
souri, North Carolina, Ohio, Pennsylvania, Texas, Virginia and West Virginia. 








HeNATIONAL 








~ business? 


*By NATURAL Business we mean your present clients who 
need and qualify for Mass. Indemnity’s fine Disability Income 


protection. 


You know how you would feel if one of your clients were 
disabled and you had not provided him with this vital 


protection . . .lnasure him now! 


Propose the MILICO Plan which suits him best! 
For additional information contact... 


Mass. Indemnity 


AND LIFE INSURANCE COMPANY 


BOSTON, MASS. 


If you are a full time agent for another Company we solicit only your surplus 
business. Liberal first year and vested renewal commissions are guaranteed 


by contract with the Company. 
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Home Office Changes F:.: 


Lincoln National Life 
Harold E. St. 
Clair, former edi- 
tor of the Diamond 
Life Bulletins of 
the National Un- 
derwriter Co., has 
joined Lincoln Na- 
tional Life as as- 
sistant secretary of 
the reinsurance 
department. For- 
merly in the 
policyholders ser- 
vice and mortgage 
loan departments 


Harold E. St. Clair 
of Lincoln Nation- 


al, he is returning after an absence of { 


22 years. Mr. St. Clair has also been 
director of agents’ training for Re- 
liance Life, and associate secretary of 
Life Office Management Assn. 


Massachusetts Mutual 

K. Robert Bunten and Dudley N. 
Hartt, assistant counsel, have been 
named associate counsel in the law 
department. Mr. Bunten joined Mass- 
achusetts Mutual in 1954 and before 
that was a member of the trust 
department of New England Trust Co. 
at Boston. Mr. Hartt was in private 
practice in Rochester, N. Y., before 
joining the home office. Both ap- 
pointees are CLUs. 


Bankers L.&C. 


In a number of changes in the 
aviation special risk division of Bank- 
ers L.&C., Philip B. Hippchen has 
been appointed underwriting superin- 
tendent, Jack Bunch eastern regional 
manager, Vincent H. Palmer sales and 
underwriting specialist, and Thomas 
Atkins and Ralph Jensen sales special 
agents. Mr. Hippchen has been with 











THAT THIRD HAND 


..A SILENT PARTNER 


Every National Representative scores with his 
third hand—his power-packed sales portfolio. 
Silent! Yes! But loud with prospect appeal. 
With this third hand, representatives have 


plenty of help in selling the finest in 


Disability Income, Hospital and Surgical 


coverages for the Individual, Family, 


Franchise or True Group case. 


Guaranteed Renewable Policies Available! 


Narr 
? Derr ONAL 


sey, 


—highly attractive agency appointments in 
select territories now available. Write today 
for full particulars— Address: Accident & 
Health Div., National Casualty Company, 


Detroit 26, Michigan. 
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—IT'S EASIEST TO SELL THE BEST! 
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the company for four years, ang 
to that was an insurance byy: 
industry. Mr. Bunch, regional malt 
at St. Louis for the past year 
formerly branch manager ther: 
Continental Casualty’s aviation » 
risk department. Mr. Palmer hag 
with G. Shannon Grover (g| 
special A&H agent for Fireman’s5 


Mutual Of New York 


George A. 
wood has 
named direg¢ 
field traip 
Clarke H, 
jams_ become 
rector of rer 
ing and Willian 
MacKenzie jr, Ingram 
been promotejfperations 
assistant  dinigpacity he 
sales developm@ervice acti 
Mr. Norwood 
tered the life § 
at Oakland, ¢ 
in 1947, where he became assis; 
manager in 1949 and _transferre 


William In: 


William H. MacKenzie 


Clarke Williams George A. No 
San Francisco in the same positing ( 
year later. He was appointed dis 
manager at Santa Rosa in 195] 
manager in 1958. He joined the 
office sales staff in September, 

Mr. Williams joined Mutual at Ri 
mond in 1947, was’ named assis 
manager in 1949 and manager inl 
He has been on the home offices 
staff since last September. 

Mr. MacKenzie has been with 
tual since 1954. 


Occidental Life Of Califomi 


Earl Clark, 
manager of the 
Pasadena _ branch 
since 1949, has 
been appointed 
2nd _ vice-president 
of the home office 
agency depart- 
ment. Mr. Clark 
entered insurance 
in 1939 with 
American Reserve 
Life and a year 
later joined Occi- 
dental in the ad- 
vertising department. Upon 
from the service, he joined the 3% 
department staff and later Dé 
home office supervisor for sowie 
California prior to becoming malt 
at Pasadena. 


Earl Clark 


ay 


Pacific National Life 


Ray H. Peterson, chairman * 
former president of Pacific Nati 
has resigned from the executt . 
investment committees. He will 
succeeded by H. Smith Hagan, © 


mber 18 er 13, 1958 


: president of the Salt Lake City 
inary life division. Mr. Peterson, 
a joined Pacific National as office 
nager in 1929, was honored recently 
a luncheon in Salt Lake City 
Pars, and memorating his retirement from 
Ce buyelhive duty. He will continue to serve 
10Nal ma 


BS 


jrman. 
ast Year, ail 

er ther Prudential 
ape s William Ingram 
weal has| Jr. has been ap- 
. ~ pointed executive 
eman’s} director of district 
4 agencies in the 
E Houston home of- 
’ York tt fice. He replaces 
orge A Donald E. Bishop, 
| has recently elected 
d dire 2nd vice-president 
trai and transferred to 
e the Jacksonville, 
become Fla., home office. 
r of rem Beginning with 


William Ingram 


Nd Willian! Prudential in 1932, 
<enzie jr, Ingram has been in district agency 
Promotejfperations since that time. In his new 
ant dindBapacity he will direct the sales and 
developmiervice activities of some 1,500 district 
Norwood 


LIFE INSURANCE EDITION 


agents in the eight states served from 
the Houston home office. 

For the past three years, Mr. Ingram 
has been executive director of agencies 
at the Newark home office and before 
that was in a similar capacity in the 
Chicago regional home office. He also 
participated in the initial operations of 
the Los Angeles home office. 


Calarado Credit Life 
William Hop- 
kins has been ap- 
pointed 1st vice- 
president of Colo- 
rado Insurance 
group. Mr. Hop- 
kins has been with 
t h e companies 
since 1953, and for 
five years before 
that was unoffi- 
cially connected 
with the organiza- 
tion as an adviser. 
He directs the con- 
sumer credit insurance division for 
Colorado Credit Life, Colorado Ins. 
Co., Allied national and Equity Gen- 


William Hopkins 
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What We Mean 


By ‘Change 


Easy”’ 


eral. Before joining the Colorado 
group, he was in the industrial banking 
field for 13 years and was vice-presi- 
dent of a chain of finance companies. 


General American Life 


Edward H. Borman Jr. has been 
appointed assistant manager of the 
group benefits department of General 
American Life. He will supervise the 
Kansas City, Little Rock, Memphis 
and Oklahoma City district claim 
offices and will be in charge of the 
claim manuals and _ instructions. 
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Nationwide Life 

Walter T. Bradley has been placed 
in charge of all sales activities of the 
group department of Nationwide Life. 
He has been sales manager of regular 
group insurance for the past year, but 
in his new position will be in charge 
of pension and association sales as 
well. He joined Nationwide in 1946 
as a local agent in Connecticut. 





Horace W. Brower, president Occi- 
dental Life of California, has been 
named a director of Pacific National 
Life. 





Hospital Policy 


confinement! 


So New—So Different — 
You've NEVER Seen a 


American Casualty’s NEW 
PROTECTOR HOSPITAL POLICY 


1) WILL NOT BE CANCELLED because of de- 
terioration of health! 


@ NO LIMIT to the number of days of hospital 


© 90-DAY NURSING HOME benefit! 


4) GREATLY IMPROVED SURGICAL SCHED- 
ULE that includes Dental Coverage! 


5) OUT-PATIENT TREATMENT benefit includes 
not only first aid but other costly out-patient 


Like This One! 


“What,” asked the Occidental policyholder, ‘‘is this 
‘Change Easy’ insurance you're advertising nationally?” 
This was our answer: 


“It's that $10,000 Term policy bought when you were 
married and changed to Endowment last year when you 
were promoted. It’s the $100 a month family income 
you included when Peter was born and the additional 
$100 when Debbie came along, plus the $10,000 educa- 
tion fund you tacked on last year... 


services not previously covered! 


PLUS these maximum benefits: 


$95 Daily Hospital Room and board 
$500 Hospital General Expense 


$ : 
“It's the provision you added to pay off your $15,000 900 Surgical Schedule 


mortgage when you bought your home, the Family Plan 
insurance on Mary and the kids . . . the $200 a month 
disability income for you. 


Check the list again. Don’t you agree that you have 
NEVER seen so many new and unusual features 
combined in one Hospital Policy? It’s the finest 


“All those benefits—added as needed to one policy— 
Hospitalization program ever offered by the Amer- 


plus your family hospital and major medical plans, now 
paid with one pre-authorized monthly check . . . this is 
‘Change Easy’ insurance.” 


ican Casualty Company... quality from start to 
finish ... with the realistic limits your policyholders 
need today. May we send complete information? 





Just fill in and mail the coupon. 





You: dependent 
| ot /AGENT 


AMERIGAN GASUALTY 
ieoy-4 3 ea comaey-S9M:) F-¥, (a. me) 441 24 Asa 
HOME OFFICE: READING, PENNSYLVANIA 


INSURANCE COMPANY OF CALIFORNIA 
Home Office: Los Angeles / WB. Stennerd, Vice President 


AMERICAN CASUALTY CO., Reading, Pa. 


Please send information kit on the NEW PROTECTOR HOSPITAL POLICY. 


Name 





Address 





City and State 




























HEMISPHERIC RALLY TOLD: 


Life Insurance Is Tempting Target For 
Financing Of Extravagant Governments 
But Defenses Are Being Kept Strong 


The vulnerability of insurance, par- merce 
ticularly life insurance, to the national- 
ization threat was mentioned by A. 
L. Kirkpatrick, insurance department 
manager of the U.S. Chamber of Com- 





in his report as permanent 
secretary of the Hemispheric Insurance 
Conference at its meeting in Caracas, 
Venezuela. However, he said, defenses 
seem to be operating effectively. 









HieNATIONAL UNDERWRITER 


“We are living in a period when 
there are powerful forces working for 
governments to take an ever-increas- 
ing part in controlling the lives and 
affairs of individuals and business en- 
terprises,” he said. “Insurance, as a 
public service type of business, is one 
of the most vulnerable of all businesses 
to the nationalization by government. 
insurance—especially 
life insurance, with its vast accumu- 
lation of reserve funds—is a very 
tempting pool of capital which an 
extravagant government, struggling to 
of financing projects 


“In addition, 


find means 
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UP TO 


$50,000 


WIFE 
INSURANCE 


or one half amount of Husband’s Basic Manhattan 
Life Policy, whichever is less. 


That’s just one of 4 Family Member Insurance 
Riders. See the other three at right. 


HIGHSPOTS OF THESE NEW RIDERS: 


The Term Insurance on Wife and/or Children is 
convertible to one of a wide choice of permanent 
plans. New commissions paid on conversion. 


Children born after Rider is in force automatically 
insured, 15 days after birth. No increase in premium. 


The Family Member Insurance Rider can be at- 
tached to most Manhattan Life policies. 


The Family Member Insurance Rider is available 
in most of the states in which the Company operates. 







Over a Billion of 


THE Manu. 


INSURANG 


cast 








The Manhattan Life Again Points the Way 
| with Its 


Family Member Insurance Rider 


BEG 
Les FAMILY MEMBER 


FATHER, ey and 








3 OTHER RIDERS 


CHILDREN INSURED 
by Rider attached to 
Mother’s Policy. 


MOTHER AND CHILDREN 
INSURED 
by Rider attached to 
Father’s Policy. 


CHILDREN INSURED 
by Rider attached to 
Father’s Policy. 


x * * 


Ask About Paid-Up Provision, 
Waiver of Premium, 
and Sub- Standard Issues. 
Sorry, We Just Haven’t Room 
Here for the Whole Story. 


Insurance in Force 


TTAN LIFE 


cE. COMPANY 
of NEw York, 


Home Office: 120 West 57th Street, New York 19, N. Y. 
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which may be beyond its current MA, 
sources, may take over and V nd 
to purchase its bonds and other j#amim { 
obligations. Many a government Mic: 
finding its benefit and insurance fp 
an excellent source from which to yar 
row to make up a deficit betudl.. 
its tax income and its expendity, 
Mr. Kirkpatrick said that in spi, : 
this world-wide trend toward nati. 
alization and other forms of govelhy: 
mental interference, the insurance; ‘ 
dustry in the western hemisphere 
withstood the pressures in Very nib 
markable fashion. While  concegfianti 
that it is difficult if not impossib} 
relate cause and effect in any mp He 
urable manner, he said “there gy 
is a high degree of correlation betwa ital 
the existence of the Hemispheric Equi 
























surance Conference, dedicated a; #”” g 
is to the interest of private insurange” “~ pe 
and the fact of this bulwark of resid ” Montag 
ance to government intervention.” ident, ir 
Holgar Johnson Speaks 4? : ae 


President Holgar J. Johnson of jgpd Hess T 
Institute of Life Insurance talked , stitutional 
progress and trends in life insurangpo 

Lester O. Schriver, managing dipa§ Institute 
tor of National Assn. of Life Undesittees are 


writers, talked on what life insurance! Life, €¢ 
and does. tewart, Pr 
“Life insurance is indeed love 4 Be: 
exam 


umphant,” he said. “It is father; 
financial immortality. It is the materi; 
out of which you build the house general A 
protection for mother and the kik§General 
Life insurance is the great emangi loyes with 
pator of want. It is the guardian angie M. Pei 
of the home. It is the thing whiclknce in St 
makes love live beyond the grave. Iifyded 123 
is love made negotiable. It is the tangifbith the cc 
ble evidence that you are a goifiiney W. 
husband and father.” kecutive | 


hted for 25 
Describes B. M. A. Advertising 


W. D. Grant, executive vice-pres. 
dent of Business Men’s Assurane 
spoke on “Life Insurance Advertisix 
Today—a Typical Company Program’ 
Mr. Grant said that his company; 
national advertising program primat- 
ly utilizes newspapers and _ limite 
space in two nationally circulated new 
magazines. Newspaper advertising i 
carried three or four times a yearh 
approximately 160 daily or weekl 
papers in the areas of the greate: 
agent concentration, as determine 
by the company’s 33 branch office 
Each advertisement is about one-eighth 
page in size and has an appropriate 
photograph to attract greater atte 
tion. 

Mentioning the importance of : 
company’s trademark or symbol whit: 
can appear on all printed advertisix 
and company literature, Mr. Gra 
described the 70-foot weather beacw e 
atop the 10-story home office buildix 
in Kansas City, this beacon beitg 
used as part of the company’s insigmié 
Direct mail is another important met- 
ium used by B.M:A. 


Describes Investment Of Funds 





Frank J. Travers, vice-presidet! 
American United Life, talked on th 
investment of life company funds 2 
the United States. He said that mot 
and more it has become _necessdl] 
and profitable for life companies 
establish their own investment staff 
for research and _ investigative wotk 
and to provide finance commitet 
with background information on © 
dustry trends, credit studies, territot 
al analysis, etc. Smaller life compat} 
which feel they cannot afford an i 
vestment staff may employ an expét 
enced outside investment co 
on a part-time basis. 
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MA, Institute Name 
ittee Chairmen 


nm chairmen of LOMA and 

Institute committees have 
named. : 

association chairmen and _ their 


ittees are A. J. Arctander, New 
Life, eastern planning; R. T. 
Central Life, midwest plan- 
. J, H. Quaritius, Peninsular Life, 
thern planning; C. P. Becklund, 
tial, western planning, and 
Moreland, Metropolitan, north 
tic planning. 
Chairmen Listed 
also, Herman E. Otto, Southland 
southwest planning; H. E. Pow- 
Equitable of Canada, Canadian 
‘ning; John C. Morris, State Farm 
cost; Henry Dawes, Connecticut 
eral, personnel administration; T. 
Montague Jr., Interstate Life & 
wident, industrial; A. C. Vanselow, 
in Life, automation; T. J. Col- 
Nationwide Life, organization, 
"Hess T. Sears, Equitable of Iowa, 
tutional and membership rela- 


Institute chairmen and their com- 

tees are T. Loyal Anderson, Fed- 
Life, educational council; Paul W. 
wart, Prudential, educational, and 

| M. Beardsley, Security Life & 
, examination. 


val American Honors 140 


General American honored 140 em- 
yes with service awards by Fred- 
ic M. Peirce, president, at a dinner 
ce in St. Louis. Those honored in- 
ded 123 employes who have been 
ith the company for 25 years. Adm. 
ey W. Souers, chairman and chief 
ecutive officer, was among those 
for 25 years of service. 


LIFE INSURANCE EDITION 


AMA Endorses Cut-Rate 
Coverage For Elderly 


A system of cut-rate voluntary 
health insurance for elderly persons 
with low incomes has been endorsed 
by American Medical Assn. at a meet- 
ing in Minneapolis. 

The house of delegates, which is the 
policy-making section of the associa- 
tion, urged doctors and surgeons to 
lower their usual fees in such cases 
so that the insurance can be offered at 
reduced premium rates to persons 
over 65 years of age. Dr. James Z. 
Appel, Lancaster, Pa., called the en- 
dorsement “a needle to stimulate the 
insurance companies and prepayment 
plans to put out plans these people 
can afford.” The recommendation has 
the backing of the AMA board of trus- 
tees. 

Copies of the report will be distri- 
buted to private insurance companies 
and to approved prepaid medical plans 
such as Blue Shield so that the pro- 
gram can be started swiftly. Details 
will be worked out between company 
representatives and officials of local 
medical societies. 

Dr. Appel said the program is not 
designed for charity patients or those 
with sufficient incomes but for elderly 
persons who cannot afford insurance 
at current prices. 


Acacia Mutual October Completed 
Business Shows 22% Increase 

Acacia Mutual’s completed business 
in October was $22,673,000, an in- 
crease over the same month last year 
of 22%. Total completed business for 
the first 10 months was $182,197,000, 
a gain of almost $8 million over 1957. 
Total business in force at the end of 
October was $1,665,000,000. 
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A WELL-BALANCED COMPANY 


«.. September paid business 18.9% ahead of 


last September. 


... First three quarters, 7.2% ahead of 


first three quarters last year, and 
15.6% ahead of same period 1956. 


e+. Insurance in force increased to 


$1,135,742,296, 





The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA, PENNSYLVANIA 
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FORWARD 






All time high in October. . 
$21,729,625 


AID 

P+ OL Ot Weed, 
FOR 
LUTHERANS 


This AAL man and his 487 
associates ‘‘stepped ou?’’ to 
achieve $21,729,625 paid- 
for business in October, their 
sixth record breaking month 
in the last eighteen. His 
stride now covers 40 ‘states 
and 5 Canadian provinces 
as he represents the .. . 





AMERICA'S LARGEST FRATERNAL LIFE INSURANCE SOCIETY 











A Pro In His Profession 


The man on the right is a pro in his profession. 


To the BMA representative, this means providing 
for his client the greatest possible protection, friendly 
assistance and personal interest in his family’s welfare. 
The BMA representative has been well trained and 
knows how to use the tools of his profession to solve 
business and tax problems, as well as family needs. 


Just one of the many special services he has to 
offer is the BMA “22”-“30” Savings Plan. It saves three 
kinds of dollars for his client — for retirement, for his 
family in case of death and for cash emergencies. 


It’s well designed plans like this that enable the 
BMA representative to do a professional job in every 
situation. 


Business MEn’s ASSURANCE 


Home Office: BMA Building, Kansas City 41, Missouri 





Accident and Health e 
Hospitalization ° 


Life e 
Reinsurance e 


Major Medical Expense 
Group Plans ° Annuities 
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Here’s ..... 


BIG NEWS 


It’s Exciting! It’s New! It’s For You! 
COLONIAL ADOPTS 


GRADED PREMIUM SERIES 


Based on Size of Policy 
New Plans ¢ Competitive Rates 
More Flexibility ¢ Higher Values 

More Liberal Policy Benefits 


PLUS Guaranteed Insurability Plan and 
Many Other Exciting Innovations 
To Help You Sell 


Ask your nearest General Agent, Branch Office or Regional 
Superintendent for rates and details. They are yours for the 
asking! 


The 


Colonial Life 


INSURANCE COMPANY OF AMERICA 
Home Office: East Orange, New Jersey 
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HeNATIONAL UNDERWRITER 


Says Mental Illness Not 
Compulsory Cover Item 


(CONTINUED FROM PAGE 5) 
illness. By and large, it has done so 
since the beginnings of group hospita- 
lization insurance. Group major medi- 
cal insurance often goes a step furth- 
er. Most group major medical policies 
provide substantial “out of hospital” 
benefits for mental disorders. Some 
even cover as much as three quarters 
of the costs of all psychiatric treat- 
ment (in excess of their deductibles). 


Choice Is The Buyer’s 


In individual hospital and surgical 
expense insurance, the picture is also 
continually improving. The vast ma- 
jority of individual and family hos- 
pitalization policies offered to the 
public include mental illness coverage 
on the same basis as any other illness. 
Even those very few companies still 
selling policies which exclude mental 
illness offer other contracts which 
include it. The choice, as always, is 
the buyer’s. 

What then is our position on pos- 
sible legislation in this field? we be- 
lieve, as I am sure you do, that legis- 
lation should generally be enacted on- 
ly when the desired result cannot be 
obtained through voluntary action. In 
this case, the desired result was ob- 
tained 20 years ago without legisla- 
tive compulsion. Those who want 
health insurance with mental illness 
coverage can readily obtain it from 
the companies in our associations. 
They are doing so in ever-increasing 
numbers. Therefore, we do not see a 
need for legislation. 

In addition, there is another and 
compelling reason why we feel that 
legislation should not be sought. It 
could gravely inhibit the imaginative 
experimentation which has given the 








The 





















be 





SOWER... 


ry In its symbolism is every tenet 
upon which our business is built. 


Symbol of Progress 


Just as the Sower symbolizes the spirit of the pioneers of our 
country. . .those who came to a vast wilderness to build a new home, 
a new life and a new nation .. . so it symbolizes the spirit of our 
company which will soon move into a new home office building in 
Lincoln. Our achievements over the years lead us to look ahead to 

a future filled with promise, continued progress and growth. As a 
symbol of progress the Sower is especially appropriate to us at 

this time as we embark on a new phase in our history. 


m BANKERS LIFE OF NEBRASKA 


LINCOLN 





illness care will increase, or it 
decrease. We do not know for st 
Too many elements enter into it 4} 
it increases, the cost of health inst 
ance will simply have to reflect ih# 
it reflects other increases in the a}. 
of health care, and the public wi 
getting actually a better value i#*{a 
health insurance dollar, becau® 
will be getting better health carl 
one thing we are sure; that as 
methods and conditions change, 
will health insurance methods ¢ 
to meet them. 
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public some of our most useful p, 
ucts. Let me give you an exap mtio! 
Eight or nine years ago, the AM ege 
individual and family major meaip Min 


expense policies began to apn» (CONT 
Practically all of these expelled of th 
mental illness coverage. It’s easy fms whi 
understand why. Here was a new wiijied for 


unexplored field with almost no gi? (If _ 




























tistical sign posts to guide us, lies to Y 
About four years ago, some ¢piber comps 
panies began to include a good mes instance: 


ure of mental illness coverage jf,’ seem: 


their family major medical contra: been ir 
For example, my company’s pois the inte 
covers mental illness while the patigurance 
is hospitalized for it; we do not egamdure is tc 


psychiatric treatment when the ppny concer 
tient is not in the hospital. We decigg There hé 
that we couldn’t cover the non-hspich have 
pitalized treatment, because it is wygpue of th 
we call “subjective in nature.” 


Many Could Be Helped 


For example, it is quite proba 
that a half to three-quarters of gp?! 
people in this room could benefit pF 
psychiatric consultation. I’m sup 
could. In one way or another, me 
of us could gain a better insight inf 


this ¢ 


our own capabilities and _ limitatigyMepends On 
a better appreciation and acceptang 

of those capabilities and _limitatig, ane 4 io 
and probably could learn to live mo “gt ful 


happily with them. 
However, we aren’t at the momaif. 
so unhappy as to be willing to spa ot 


a couple of thousand dollars in ordfefully t 
to gain these benefits. People who ng! ber of 
go to psychiatrists for intensive trey sting an 
ment without insurance are those Whine is nc 
are so unhappy or disturbed that th inadeque 


money. If the treatment were ay; any wa 
able without the money, I shotlilhver is be 
certainly take advantage of it, andi) 

think a good many others would tm the probl 


That’s why most insurance companishe attentic 
have been a bit afraid of offerifany decad 
benefits for psychiatric consultatioufeumably, 


unless the patient is sick enough thn with | 
be hospitalized. htus of tt 
Would Have Been Blocked my not 
ount the 
Now, if there had been a law on tiene that is | 
books eight or nine years ago prog New Yor! 
hibiting the exclusion of mental ites, has 1 
ness, major medical would not hampde deman 
been offered at all. The compangpbiect of 
which started experimenting in tepmetimes 1 
field would have been afraid to dosp ‘Wisting. 
had they been required then to grag? oduction 
the mental illness coverage they hang’ state - 
now learned to offer. neiples 0: 
There has been some question als, coul 
the cost of mental illness coveragpmind of < 
and perhaps I should comment on i, We must 
One thing is certain. Yesterday's om subje 





is not today’s or tomorrow's omg © organ 
More people are aging, and meni? 2¢W prac 
illness can be a problem of middle aif® Must po 
later years. Public attitudes ag Must b 
changing, and many mental patie’, TePrese 
who would once have been hiddage¢ intere: 
in a public institution to languish! — rer 
life are now being rehabilitated. Né ‘pd ae 
treatment facilities are being buh aged 383 


not only in mental hospitals, but ee of bu: 
in general hospitals. Treatment mel 













BV 
ods are changing rapidly. ct of. oq 
It may be that the cost of mae You, as ms 
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* 3, Minimum Deposit 
to ap» (CONTINUED FROM PAGE 2) 
> @Xclyalied of the agent on our application 
US easy Mims, which reads, “Will insurance 
a new alilied for replace any other insur- 
ost no ge? (If ‘Yes’ give details.)” This 
us, lies to replacement of our own or 
Some ¢gplher company insurance. The number 
wi instances in which the answer is 
B.." seems no larger today than it 
A; been in the past, and, of course, 



















ny’s poh the intended replacement is for 
the patigfurance that is not term, the pro- 
© not comfdure is to at once inform the com- 


ny concerned. 
w&There have been some instances, 
“Mich have come to light after our 
we of the new insurance applied 
I. in which it is apparent that the 
ial involved by-passed this ques- 
in, or rationalized, by indicating 
Ai he did not know at the time of 
lication that the insured had de- 
Snined to drop other insurance— 
st this decision was subsequently 
nde without the agent’s knowledge, 
piso forth. 
nds On Agent’s Integrity 


~~ ~buaiti the company is dependent upon the 

teprity of the agent, and his hon- 
HH in fulfilling his obligations to 
molete the application in all re- 
1€ Momeihts accurately, and we must ask 


B to spelt you bring this whole subiect 
'S IN Ofitirefully to the attention of every 
€ who timber of your agency in an agency 
Slve Wedhicting and/or in person. This, of 
those wig rse, is not to accuse any individual 
np ki inadequate practice and no man 
| an 


tBhose procedures are proper should 
any way feel that an accusing 
I shouliiger is being pointed in his direc- 
it, and lip 
would tufithe problem of replacement:has had 
Compatiee attention of the industry for 
f of fering any decades. It is an easy matter, 
nsultatioufesumably, to rationalize in connec- 
enough tin with a current sale that the 
tus of the buyer is thereby im- 
oved, not necessarily taking into 
ount the full values of the insur- 
aw on tyme that is being replaced. 
ago pgNew York state, like most other 
rental iL@tes, has written into its insurance 
not hawpde demanding requirements on the 
companiggbiect of replacement, or what is 
g in tpmetimes less popularly referred to 
1 to dog twisting.” You will find enclosed a 


1 to graijeProduction of sections from the New 
they hangK state law on this subject, the 

niples of which, as well as the 
estion agetails, could well be refreshed in 


coverage he mind of any agent. 

ont on ig We must ask that you make this 
jay’s ole subject crystal clear to your 
w’s copucle organization. We are adopting 
1 meni? 2€w practices on this subject, but 
iddle aig’ Must point out that the greatest 


des ame Must be used by every one of 
patie” Tepresentatives to protect the 
» hiddag’"© interests of their clients. We 
guish fog? not repeat here what is already 

Neely understood and what will be 
ng bite “Se, namely, that in any instance 


put ageere improper handling of replace- 
nt mel kent of business is found, we will 
Fve No course but to cancel the con- 
¢ meal act of the individual involved. 
You, as Manager, are closest in de- 
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Old, New Michigan 


Commissioners Feted 
(CONTINUED FROM PAGE 2) 
encouragement of educational activi- 
ties throughout the industry, and an 
unbiased policing of the business 
throughout his seven years in office. 
John H. Carton, president of Wol- 
verine and Federal Life & Casualty, 

served as master of ceremonies. 

While Mr. Navarre did not read his 
report, he made available his apprai- 
sal of the U. S. Senate subcommittee 
investigation of insurance. He has 
been serving as chairman of the 
commissioner’s committee on preser- 
vation of state regulation, and in his 
report he said he attempted to put 
the issue of federal vs state regulation 
“in its proper perspective.” 

State regulation must continue to 
meet public expectation of reasonable 
coverage at minimum cost, including 
“reasonable exercise of competition” 
and a stability within the business, 
Mr. Navarre said. The past 13 years 
under Public Law 15 have _ been 
satisfying, with the industry showing 
a healthy growth, he said. Much of 
the development has been among 
established companies, but there has 
been a favorable climate for those 
wishing to act independently. The 
report concedes that both the commis- 
sioners and the companies have had 
a difficult time with public relations. 


LOMA Mails Membership Roster 

The 1958-59 membership roster of 
LOMA has been mailed to member 
companies. The 54-page booklet lists 
346 member companies, an increase 
of 12 over last year’s edition. The list 
of staff officers has been supple- 
mented to include administrative staff 
members. Also included is a break- 
down of membership by states, prov- 
inces, territories and foreign. 


Record For North American Life 

North American Life of Chicago in 
November had its first $8 million 
month, with sales 19% above Novem 
ber, 1957. Much of the impetus for 
the November record arose from the 
president’s campaign honoring Charles 
G. Ashbrook. 





tail to any sale going through your 
agency, and we ask you to take in- 
creased responsibility for guardir- 
against improper selling. Any natural 
inclination that you may have to pro- 
tect the interests of your agents must 
not override your responsibilities in 
protecting the interests, likewise, of 
the buyer and the company. The in- 
terests of all three parties are the 
same. It takes only a small amount of 
insight to see the basic truth in this 
statement. 

This is a time for fullest exchange 
of information, and I am making the 
specific request that you write me 
fully of the result of your discussions 
and a report on what the analysis of 
your operations—both present and 
past—reveals with respect to the sit- 
uation in your agency. I would ask 










. it mf that you do this without delay. 
for sift 
to it A y: - 


the 


ect 






- 


it, 8} 
wil 
e fr tie 

as 





cause Hs 
0 
the? 


inge, 


5 Ci 





_-your INSURANCE NEEDS with 
= CENTRAL 
-ASSURANCE COMPANY 


COLUMBUS, OHIO 


JOHN D. SHAFER, President 
LIFE + ACCIDENT AND HEALTH + Agencies — Ohio + Indiana + Virginia 
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1894 


Looking for a Profitable Connection? 
_.. Then Look to the STATE LIFE! 


















































A Few of Many Benefits 


Enjoyed by the 
STATE LIFE 


Pro ve 


p,/tinin Up to the 
Gram, Minute 


Policies 


HE STATE Lire holds much for the man who is looking for a 

good, aggressive company. That’s because the State Life is 
rapidly expanding its agency force in many states under the 
leadership of experienced men who constantly contrive new 
and better ways to make the work of an agent easier and 
more rewarding. 

For the man without experience, State Life gives the finest 
foundation for a happy and profitable career . . . and, likewise, 
for the man with experience, progress is unlimited. So, take 
advantage of State Life’s opportunities and you are sure to 
move ahead. Write for all the facts today. 


DIHL H. LUCUS—Director of Agencies 









The 
STATE LIFE 
cients sm ee aa 

mh lanapo 1s 


















Gentlemen: 


details on your exclusive service. | understand | am N 
obligated in any way. 


Name. 


A General Agent * 
i lump sum... a 
Sell through our exclusive, 


For complefe, OENEWAL GUARANTY CORPORATION 5-2254 
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RENEWAL GUARANTY CORPORATION 
2323 First National Bank Blidg., Denver 2, Colo. 
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Problems Inherent 
In Underwriting 
Of Hula Hoopers 


Pan-American Life’s alert A&S un- 
derwriting department has been keep- 
ing a watchful eye on the incidence of 
bodily injuries among America’s prac- 
titioners of the hula hoopers’ art and 
has issued its latest findings to the 


HteNATIONAL UNDERWRITER 


industry in the form of what it terms 


just in case other underwriting de- 
partments are inclined to take the fol- 
lowing abbreviated report seriously, 
the following quotation is from a note 
appended to the bulletin—“‘Now that 
you have read this, throw it away. We 
were only kidding.” 

The bulletin opens with this pref- 
ace: “Recent medical findings on in- 
juries resulting from prolonged use of 
the hula hoop have necessitated a 
drastic revision of our underwriting 





rules to include certain restrictions 
against habitual hoopers.” 


Reject Grandma 


In its summary of restrictions and 
procedures, Pan-American’s under- 
writers classified as standard risks all 
professional hoopers with five years’ 
experience or more, and rated ama- 
teurs according to age. Any risk un- 
der age 35 is classified as standard 
with proportionate rate-ups to age 55. 
As for those hula addicts over age 55, 
the report tersely suggests, “Reject.” 








NEW AGENTS with CAREER AMBITIONS 
'N] STRONG PERSONAL PRODUCERS 
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AGENCY BUILDING 
OPPORTUNITIES IN: 
‘ Alabama, Arizona, California, 
Delaware, Florida, Georgia, 
illinois, Indiana, lowa, Kansas, 
Kentucky, Maryland, Michigan, 
New Jersey, North Carolina, 
Ohio, Pennsylvania, Texas, 
Virginia, Washington, D. C., 
and West Virginia. 





The COLUMBUS MUTUAL Life Insurance Company 


Frederick E. Jones, President 
Fred C. Adams, Supt. of Agents 
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Top Commissions on 10 Leading Policy Contracts -- Vested 
Renewals -- Higher Life-Time Service Fees -- Non-Contrib- 


Simple, Successful, VISUAL Sales Packages on ALL Lead- 
ing Policy Contracts -- for Easier, Faster Selling! 


Practical Easy-to-Use Training Packages geared for Fast, \ 
Early Production and Sound, Continuous Career Development! 


BROKERS 


Le 


' 


\ 


PD 








teh La, 





j 
} 


¢ 


Liberal Agency 
Overwriting 
and Expense 
Allowance 

for a 
Dynamic Agency 
Building Program 


Wule Today 


Columbus 16, Ohio 




















December 13, Decem> 


Two cautionary notes are 
at this point: 

“Recent medical research 
sudden upsurgence of liver q 
the past associated with exp 
pogo-stick jumping. We are ing 
that high speed hooping (over 
rpm) in the lumbar region may jy 
cause of reoccuring liver quivey 


Habitual Hooper Exclusions 


“It is important to remember 
a habitual hooper will be covere 
der existing policies, only for ins 
sustained in the areas betwem 
upper lip and ankle, both legs mm 
hooping in the regions above thm 
per lip and below the ankle g 
leg, is considered hazardous a 
bad form.” 

Of considerable help and intes 
other underwriting departments} 
suggested wording of certain 
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waivers: Joseph N. 
“Any injury to sacral spine anfyould not 
hematoma of the hips and/or myhjan even 
lar disorder of stomach muscles Before 
sulting from use of hula hoop, (his opposit 
plicant should advise if he arified h 


clockwise, counter-clockwise, or pg, general 
Numerous painful injuries are 
ported on hoopers switching dire 
at high speeds.) 

“Legs—Any injury causing my 
lar disorder of the femur, tibia ; 
and/or patella resulting from es 
sive twirling about the legs, | 
habitual leg hooper’s stance is; 
unlike that of a Balinese tey 
dancer and he walks as though 
were following the mounted poli« 
a Si Patrick’s Day parade.)” 


Offer One Million Shares 





Of Crown National Life 


Prospectuses have been mailed 
Indiana residents offering one mill 
par 20-cent shares for $1 each in (Cw 
National Life of Indianapolis, 1 
company will write industrial and 
dinary, specializing in the former. 

Offices of the company will be fi 
by directors serving without come 
sation until the growth of the com 
requires full-time personnel. Presi 
will be Wiliam H. Keller, Keller Se 
ities Corp., brokers in Indiana 
ance company stocks, and which' 
serve as dealer in Crown’s issue, 
internal operations functions of ! 
company except sales will be han 
by Howard E. Nyhart Co., Indiana 
pension and actuarial consultants. 

All Crown stock will be common 
at the completion of the sale of 
initial one million shares, stockholié 
will be authorized to two million 
tional, one million for future 1s 
stock rights, and dividends and onet 
lion held on a five-year option at § 
per share, net to the company wil 
commission and used to attract pers 
nel. 































Occidental Life of California hi 
best November production mont 
individual sales totaled $102,900 
Sales through the first 11 m 
represent an increase of 21% ové! 
same period last year. 


» Service Guide 
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ACTUARIAL COMPUTING 
SERVICE, INC. 


N. E., Atlanta 8, Georg 
P.O. Box 6192, Te 








3 1389 Peachtree Stree! 


TRinity 5-6727. 
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LY. Agents Hear 
gseph Desmon Score 
inimum Deposit 


NEw YORK—Joseph N. Desmon, 
eneral agent of Continental Assurance 
at Buffalo, has 
never written a 
minimum deposit 
plan, yet has 
shown a produc- 
tion record in ex- 
cess of $2 million 
every year since 
1950. At the edu- 
cational meeting of 
New York City 
Life Underwriters 
Assn. he told 
Joseph N. Desmon agents why he 
yould not write a minimum deposit 
wlan even if a client demanded it. 
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issues minimum deposit contracts. The 
general agents and managers for my 
company in this area are my closest 
business friends. I am a director of 


my company’s general agents and 
managers association. I am an officer 
of the New York State Assn. of Life 
Underwriters as the immediate past 
president. My remarks, opinions, and 
conclusions are entirely my own—I 
speak in no official capacity whatso- 
ever.” 


New York Hearing 


Mr. Desmon drew attention to the 
fact that the New York department 
has called a hearing of life companies 
to determine whether abuses com- 
plained of in connection with the sale 
of minimum deposit plans are suffi- 
cient to warrant action by the depart- 
ment. 

“The implications of this action by 
the New York department are vast,” 
Mr. Desmon said. ‘““We have companies 
registering complaints with the New 





muscle § Before proceeding into explaining York State department against other 
hoop. (his opposition to the plan Mr. Desmon companies because of suspected or 
f he tybrified his position by saying, “I am apparent wholesale twisting. The ef- 
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GUARANTEED 
FAMILY INCOME 
POLICY (ir) 


WITHOUT ANY BASE! 
WITHOUT ANY GIMMICK! 


$200-9°0 A MONTH FOR 20 YEARS AT AGE 35 
ONLY $15.60 A MONTH. 
AND ONLY 16 YEARS TO PAY! 


OFFER your Clients 4 years of guaranteed income 
protection... without premium payments. 





BROKERAGE DEVELOPMENT DEPARTMENT 
THE CROWN LIFE INSURANCE CO., 
120 Bloor Street East, Toronto, Canada. 


Please send me the details of Crown’s Guaranteed Family 
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Pru Economists Paint 
Glowing Picture Of 
Next Year's Business 


All major segments of the nation’s 
economy “will be moving upward” 
during 1959, with consumer spending 
taking the lead in sending the total 
economy to a record high of nearly 
$275 billion, according to Prudential’s 
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After noting that “the recession of 
1958 is over,” the report foresees an 
increase of $16 billion in the public’s 
purchases of automobiles, household 
appliances, food and other goods and 
services. This sharp rise will bring 
consumer expeditures to a_ record 
$307 billion. 


Predicts Employment Increase 


The forecast, which is prepared 
annually by Gordon W. McKinley and 
his staff of Prudential economists, also 
predicts a substantial increase in em- 


“Economic Forecast for 1959.” (CONTINUED ON PAGE 31) 












| Brokers Look 
to GUARDIAN 
for Leadership 


... IN SUB- 


| STANDARD 
A &H 


Two years ago, GUARDIAN pioneered in writing 
Accident and Health insurance for rated cases on 
an “across-the-board” basis. 


How has it worked? Great! 


Brokers have found that it’s good for their 
clients because they can offer them full 
coverage in most cases where an impairment exists. 


And it’s good for the broker, too, because 
it cuts down on the “not takens” that used 
to result from riders. And we pay full 
commission on the extra premium charged for 
rated cases! 


General insurance brokers and surplus writers are cordially 
invited to call the nearest Guardian manager for full in- 
formation, or write... 


The GUARDIAN Life Insurance Company 


OF AMERICA 


LIFE @ ACCIDENT AND HEALTH @ GROUP 
A Mutual Company—Established 1860 





50 Union Square—New York 3, N. Y. 
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Corporate Social Responsibility Stressed 


(CONTINUED FROM PAGE 1) 


part of the life insurance business as 
one of the reasons that institution has 
achieved its wide recognition and 
high standing. 

Reviewing the social and economic 
changes which have come about in the 
past 20 years during which the insti- 
tute has operated, Mr. Anderson cited 
them as evidence that “We have 
telescoped history, for our  grand- 
fathers or fathers would have expected 
to live a full lifetime to see most of 
these things accomplished.” 

Pointing out that in these 20 years, 
life insurance assets have increased 
nearly four-fold, aggregate ownership 
of life insurance in the U. S. nearly 
five-fold and annual purchases of 
new life insurance six-fold, he said 
that much of this tremendous growth 
has stemmed from the social-economic 
changes of the period or from the 
contributions of the institution to 
these changes. 

As examples, he said the greatly 
enhanced economic status of women 
has seen their ownership of life insur- 
ance increase from a relatively small 
figure to more than $65 billion and 
many new policy plans have been 
created to include women on a special 
basis either as beneficiary or policy- 
holder; the increased work force in the 
country and their enlarged income have 
paralleled the tripling of the average 
amount of life insurance owned per 
family and the average size of the 
ordinary insurance policy bought, and 
also the development of a_ broad 
yrogram of fringe benefits through 
insurance; the spread of home owner- 
ship among American families has been 
aceompanied by the development of a 
huge volume of life insurance to cover 


full mortgage payment in the event 
of death and also has seen life insur- 
ance investment in mortgages grow 
from less than $6 billion to more than 
$37 billion. 

“The stewardship of the pooled 
funds of millions of families is the 
life insurance protection we provide 
as the only link to future financial 
security. This responsibility does not 
diminish with time but increases every 
year and will continue to be a chal- 
lenge to our public relations con- 
sciousness.” 

The further use of life insurance 
capital to help finance economic and 
social projects designed for public 
betterment was suggested by Holgar 
J. Johnson, president of the institute. 

Such investments at reasonable 
rates of return can help to offset the 
use of tax resources for such pur- 
poses,” Mr. Johnson said, “leaving to 
business and the public generally 
more independence of action than 
would follow through the tax avenue, 
or still worse the route of national 
spending or investing through credit 
extension with the probability of 
increased inflationary pressures.” 


Invest In Foreign Markets 


In view of U. S. world leadership, 
he mentioned the possibility of life 
insurance investments in foreign mar- 
kets. 

“Peaceful financial aid to other 
nations on a mutually profitable basis 
in the form of exported private capital 
can lift the standard of living of other 
people, provide better returns for our 
policyholders, and promote the spirit 
of world peace, although this last 
point may not always have been the 





——————< = 





THE UNION LABOR LIFE 








Running out of referred leads? 
Need a new center of influence? 
Ask about General Agency opportunities 
with 
ULLICO 


The center of influence in the trade union market 


For additional information write to: 


Peter J. McDonald 


Assistant Agency Manager 


200 East 70th St., New York 21, N. Y. 


INSURANCE COMPANY 























HeNATIONAL UNDERWRITER 


pattern of exported capital,” he said. 

Mr. Johnson indicated that it is 
difficult to separate social and econ- 
omic issues from the political arena, 
making it important for business 
people to give leadership to vital 
national issues. 

“The degree to which business 
proves its social consiousness and its 
willingness to play a part in national 
leadership in the future will have an 
increasing influence in winning public 
support and in justifying the wisdom 
of operating under the profit system 
rather than further experiments of 
government participation in business,” 
he said. 


Urges Continued Research 


He called for continuous research 
and study by life insurance manage- 
ment, not only for improved efficiency 
of operation so as to produce life 
insurance at the lowest cost possible, 
but to adjust company operations to 
the social and economic relationships 
of the nation, as well as human rela- 
tionships involving the business per- 
sonnel and the outside public. 

Noting that public relations must 
not be considered as a “do good” 
philosophy, but rather as a necessity 
in order to win and hold public 
support in a free society, Mr. Johnson 
said the life insurance business must 
constantly translate itself in terms of 
current acceptability, rather than lean- 
ing on traditional approaches. 

“More emphasis must be taken in 
such areas as offsetting inflations, 
research and promotion of longevity, 
aiding in the prevention of or lessened 
impact of disease, and aiding in the 
educational processes and the support 
of institutions that contribute to the 
well-being of our people,” he declared. 

An audio-visual giant screen presen- 
tation dramatically traced the work 
of the institute through its first 20 
years. Other features and talks at the 
meeting will be reported in next 
week’s issue. 


Liberty National Wins 
$1 Million Law Suit 


A $1 million law suit against Liberty 
National over a share of stock alleged- 
ly acquired in 1926 has ended with a 
directed verdict in favor of the insurer. 

C. F. Ballenger, still with Liberty 
National at Troy, Ala., claimed that he 
acquired the share of stock in 1926 as 
one of the six original incorporators of 
the o!d J. B. Brown Burial Beneficial 
Assn. Through a series of mergers the 
little company became incorporated 
with Brown Service Insurance Co. 
and finally with Liberty National, he 
alleged. 

In the process the original stock, 
after mergers, stock splits, dividends 
and other considerations should now 
be worth several hundred thousand 
shares of Liberty National stock and 
have a value of nearly $1 million, Mr. 
Ballenger maintained in his suit. 

Liberty National challenged Mr. 
Ballenger’s rights, saying that there 
was no record of his ever having 
owned stock in the first place and that 
the rule of prescription erased any 
right he had after passage of 20 years. 
It was on this theory of prescription 
that Judge Thomas E. Huey told 
jurors that they should return a ver- 
dict for the defendant, which the 
jurors did. 


New business of Homesteaders Life 
of Des Moines during November 
showed an increase of 48.2% over 
November, 1957. The gain for the 
first 11 months of the year is 24.4%. 
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Rates—$22 per inch per insertion} jgy 
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Limit—40 words per inch. Deadline 4 p 
Friday of week before publication in Chig 
office—175 W. Jackson Blvd. Individyss 
placing ads are requested to make payy 
in advance. 
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AVIATION AND SPECIAL Rig 
ACCIDENT MEN 


Due to rapidly expanding operations 
are looking for men with experience in 4: 
field who are interested in advancement 
joining an aggressive organization who 
sales are rapidly increasing. 
Call or Write 
In New York— 
JACK BUNCH... 156 William y fi 
BEekman 3-2200 
In Chicago— : 
W. G. BURNS. . . SPring 7-705; 
Aviation and Special Risk Divisig 
BANKERS LIFE & CASUALTY COMPay a 
4444 W. Lawrence Ave, placemen 


Chicago 30, Illinois companie: 
unlimited 
related it 
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| experience concentrated in the Health ani} 
Accident field. 


| Lifetime opportunity. Salary open. Write | 
the personal attention of: 

| Orrin M. Neiburger, President | 
| OLD EQUITY LIFE INSURANCE Co, | 
y Old Equity Building | 
' Evanston, Ill:nois 


poem — ae ee “| 

| PRODUCT DEVELOPMENT MANAGER! 

I Individual A&S 

| Continued expansion in the Accident & Sickns 
areas, necessitates the addition of a man wit 

| good product knowledge to manage individu 

1 A&S product development. 

| Experience should include at least 5 years bac 

| ground in sales of individual A&S I ines. 

| This is a Home Office staff position. 

| Résumés held in strictest confidence, should it 
clude age, experience, education and expected 

| salary. 

| Personnel Department 

I Allstate Insurance Company 

: 1441 Skokie Bivd. Skokie, apd 





MANAGEMENT OPPORTUNITY 


Progressive casualty company needs a life insu: 
once specialist for the development of its ner 
Life Company. This is a real challenge for¢ 
topflight life insurance man with at least 3 yeas 
of su-cessful sales experience. Th’s is a salore 
position w'th profit sharing ond mony othe 
benefits. We have openings in the St. Louis ox 
Minneapolis area. 

Write Box D 60, c/o The Not‘onal Underwrite 
Co., 175 W. Jackson Blvd., Chicago 4, Ill., gr 
ing age, educational background and ep 
rience. 
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FULL-TIME SUPERVISOR AVAILABLE 
Estate Planning Specialist wishes connection wit 
progressive agency in New York or Boston atts 
Experienced in training and supervising new @ 


Excellent personal production record. College sts 
uate, married. Write Box NY-1, c/o The Natiou! 
Underwriter Co., Adv. Dept., 17 John St. i 


York 38, N.Y. 
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REGIONAL SUPERINTENDENTS 
WAN 


ses and production overwrite. Give 
oy camesuanie replies confidential. Wri'e BoD 


son Blvd., Chicago 4, Ill. ‘s 
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that this replacement has on the 







jon in taal mpanies seems to be the primary 
4 nie plem at the moment. I don’t know 
make gal ny at this particular time I feel as 





,eerned aS I do about this subject; 
tainly I am not naive enough to 
ye thought that ultimately this 
yid not happen.” 


«tige Reduced 


Mr. Desmon emphasized the mutual 
pith and confidence built up over the 
srs between the American public 
nd the life industry and said, “Abuses 
4 this nature reduce our prestige 
vhich we have worked for years to 
rea e.” 

“ Desmon also noted that no 
matter how anyone feels about the 
minimum deposit plan, most career 
Villiam @ Wife agents are in accord insofar as 
kbuses are concerned. “We have no 
lace in our business for twisters; we 
have no place for those who engage 
& 7-7009Hin unethical practices,” he said. 

K Divisig § He foresaw the possibility of some 
penefits being derived from the hear- 
F COMPAN ings and said, “Without question re- 
Ave. placement is a counterpart of the 
Dis companies’ drive for volume, just as 
mlimited group term and _ various 
related items are counterparts.” 


§ Quality Vs Quantity 
Perhaps as a result of the hearings, 
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T Mr. Desmon said, “The warning of 

ONS many of us in the field and in the as- 

cessful pag sociation will be heeded and the com- 

Health anil panies will once again become realistic, 

emphasizing quality instead of quan- 

en. Write lf tity, still pushing for substantial pro- 

‘ ll duction on a sound permanent basis.” 

ia Although some agents -have sold 

NCE CO. [i ninimum deposit plans under ques- 

tionable conditions and with unethi- 

cal procedures, where perhaps even 

wcll ina few situations basic honesty is at 

- ——== stake, Mr. Desmon said, “Nevertheless 

JANAGERE the companies and the insurance 

departments cannot be held blameless 

+ & Sickns for the existence of the facility which 
a man wit if Makes such abuses possible. 

» individ’ “When policy contracts of this 

nature are designed, publicized and 

years baci promoted in this mad dash for volume, 


+ no matter what the price, and safe- 
guards are not carefully built in to 
guard against abuses, then the com- 
panies and the insurance departments 
are contributing to the abuses under 
ry criticism.” 

@, illinis} Mr. Desmon said that it was inter- 
—.-—-4 esting to note that several state 
insurance departments have recently 


- should ir 


d expected 











UNITY § changed their traditional positions and 
by inwf have announced that they will conduct 
te) nev 
nae for ¢ 
ast 3 yeor 
ona EXECUTIVE 
Louis ond LIFE—A & H OPENINGS 
$20,000-$9,500 
cK South Life Adm. V. P. $20,000. 
, (IL, gi . ¥ 
ind ee | W- Coast Life Agcy. Direct 18,500. 
M.West Life Actuary 16,500. 
Ff | East Life-Asst. to Pres. 15,000. 
—— | M. West Life Asst. Controll. 13,500. 
LABLE ff | M. West Life-Asst. Agcy. Dir. 12,500. 
ction vite | Fla. Life Regional Mgr. 10,000.+- 
ston a | South A & H (Indiv.) Sls. Mgr. 10,000. 
bs pan Rky. Mt. Group—Adm. Mgr. 9,500. 
» Nationl ff | Confidential handling guaranteed all appli- 
St. SoM | Cations, 
Interested in our confidential executive 
———} | Placement service? Actively in the market 
ae for a new position? 
ENTS Write fo HOW WE OPERATE. No obligation 
openine! > 
1 Arisoa 
nd re FERGASON PERSONNEL 
aaah INSURANCE PERSONNEL EXCLUSIVELY 
por Dif | 990 S. Wells Chicago 6, Ilinois 
W. dat HArrison 7-9040 
—— 
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an independent investigation when- 
ever a case charging twisting is 
brought to their attention, regardless 
of whether or not the complaint has 
been filed by a policyholder who has 
been damaged. 

He said, “Perhaps this will encour- 
age other state insurance departments 
to take a more realistic look at these 
problems in their early stages when 
brought to their attention by the field.” 

Mr. Desmon said he had made the 
statement on several occasions that 
term insurance is the most expensive 
form of permanent life insurance a 
man can buy. He supported his argu- 
ment with figures made available 
through the New York association in 
which a policy issued on a term basis 
40 or more years ago and an ordinary 
life policy issued in the same company 
at the same age at the same time, and 
the differences between term policies 
and ordinary life among five compan- 
ies ranged between 144.7% and 
116.9%, with the term policies costing 
the greater amount. 


Ordinary Life Cheaper 


“Even if minimum deposit is 
cheaper than term,” Mr. Desmon said, 
“it is my opinion that it too will prove 
to be more expensive than ordinary 
life if financed to the maximum degree 
possible.” 

Mr. Desmon also said that the 
extensive additional service required 
each year for a client using a mini- 
mum deposit plan is a problem which 
should not be considered lightly. When 
the premium comes due the insured 
in most companies will receive a 
premium notice for the full amount. 
Those clients with short memories are 
suddenly jolted because they are not 
prepared to pay the full amount due. 
Such clients. Mr. Desmon said, call 
their agent and a lengthy explanation 
ensues. 

Then a statement is prepared show- 
ing exactly how the transaction stands 
and how it works for the coming year. 
The agent must then deliver this 
personally to the “policyrenter,” as 
Mr. Desmon called the insured, and 
the agent must go over the statement 
with the client. The client then must 
sign loan forms, pick up his check for 
the balance or arrange to finance the 
balance. “All this takes time, time the 
agent could use to much better ad- 
vantage to sell additional business,” 
Mr. Desmon said. 

“When the agent has enough of this 
business on the books he will no 
longer be a salesman but a clerk and 
errand boy and his income will reflect 
this change in his occupational status. 
Contrast this if you will with the 
usual routine of a mailed premium 
notice, a check remitted by the policy- 
holder and a commission to the agent. 

Personally, I like the second choice. 
I prefer to be a salesman,” he said. 

Mr. Desmon asked his audience to 
consider the potential persistency of 
minimum deposit plans and said that 
when a man is “renting” his protection 
on a year to year basis, he has no 
established equity and if he still re- 
tains his insurability, “he is a sitting 
duck for other salesmen who have the 
ability to dream up a still more 
fantastic gimmick. Renewals are still 
an important part of my income. 
Sound insurance advice and service 
have been my creed. I want sound 
business that will renew. Minimum 
deposit has too many potential risks 
to be of interest to me.” 

Mr. Desmon pointed out that the 



















Attractive, attention-compel- 
ling National Travelers Life 
mail pieces create customer 
interest and bring response. 
This is just one of many Na- 
tional Travelers Life helpful 
aids to agents. 
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OSP/ITAL 














IF YOU WANT ADDITIONAL INFORMATION ABOUT NATIONAL TRAVELERS 
LIFE DIRECT-MAIL PIECES, Write “arl F. Woodmansee, V. P. and Agency Director. 


NATIONAL TRAVELERS LIFE CO. 
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ARLEY F. HANSON, President 











MIAMI 


The finest place 








in the country for 
you and your 
family to live 


and work. 








Agent’s and General Agent’s contracts available to qualified men. 





Incentive Financing-Free Group Hospitalization and Life Bonuses. 


STOCK OPTIONS 


Send resume and photo to: 
Granville H. de Roode 


American Life Savings Insurance Co. 
2397 Coral Way 


Miami, Florida 
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RICHMOND 


BOWLES, ANDREWS & TOWNE, inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 


ATLANTA 
PORTLAND 


Consulting Actuaries 
Pension Consultants 


NEW YORK | | sT. LOUIS 


NELSON and WARREN 


KANSAS CITY 








188 W. Randolph St. 


DONALD F. CAMPBELL 


Consulting Actuary 


Chicago 1, Ill. 
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CHASE CONOVER & CO. 
Consulting Actuaries 
and Insurance Accountants 


Telephone WAbash 2-3575 
332 S. Michigan Ave. 


Chicago 4, Ill. 





RINTYE, STRIBLING 
& ASSOCIATES 





Pension Consultants 
William-Oliver Bldg. 





San Francisco 


COATES, HERFURTH & 


ENGLAND 


Consulting Actuaries 


Denver 


JsAckson 3-7771 





Consulting Actuories — insurance Accountants 


Atlaita 











los Angeles 





Consulting Actuaries 





Philadelphia 3, Pa. 


Lenard E. Goodfarb, F.S.A. 
Consulting Actuary 


Market Street National Bank Building 
Rittenhouse 6-7014 


Management Consultants 
342 Madison Avenue 
New York 17, N. Y. 
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Accountants 


Consulting Actuaries 


E. P. HIGGINS & CO. 


(Frank M. Speakman Associates) 


Bourse Building 
Phila. 6, Penna. 


CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 


Telephone CEntrol 6-1288 


CARL A. TIFFANY & CO. 
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agent who sells only protection to a 
client who dies early will receive no 
credit for the transaction. It is the 
client who is the smart buyer. On the 
other hand, if the client lives and does 
not create cash value, but instead has 
a large debt hanging over his head 
which he cannot repay, the responsi- 
bility for having sold these temporary 
plans or the responsibility for having 
defaulted in his obligation to sell that 
which would provide a complete pro- 
tection package, including cash values, 
will rest entirely in the agents’ hands. 

If a client’s outside investment fund 
has been maintained and he has been 
successful, the agent again will re- 
ceive no credit. If, on the other hand, 
the reverse is the case, the agent 
once more is the scapegoat, he said. 


Contribute To Inflation 


' Mr. Desmon characterized minimum 
deposit and term coverage as the two 
most inflationary contracts in the 
agent’s portfolio. He said that capital 
expenditure by industry is the back- 
bone of our economy and that addi- 
tional insurance company reserves, 
created by the sale of cash value life 
coverage, with premiums actually paid 
and not borrowed, provide the funds 
for this expansion of our economy. 

“Yet we, the life underwriters of 
America and our great companies, 
encourage the public to buy policy 
contracts which not only do not 
increase reserves but even tend to 
decrease the already establishd capi- 
tal available for investment,” he said. 


Philadelphia Life Cashiers Elect 
Philadelphia Life Insurance Cash- 

iers’ Assn. has elected Ronald W. 

Anderson president. Also elected were: 
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Frank Wildermuth, 1st vice-pregj “int G 
Elmer Strunk, 2nd _ vice-presig 
Joseph Hauck, corresponding gq Nex 
tary; Ella Howe, recording secrepjy (CON? 
and Bessie Portner, treasurer, pyment, ‘ 
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Postal Life Makes First 
Service Fee Payment 











Postal Life’s first service fee WH, 1958 
been paid to Arthur Milton, gene Ht in itsel 
agent at New York, in ceremonies }; sbillion | 
at the office of George Kolodny, pp, Business, 
dent. wit and € 

Continuous service fees are paij i pinion. * 
Postal agents after the 10th policy yl) gover 
as long as the agent remains in cum, py $3 
production. M4 local § 

Postal Life was founded in 1905 anging b 




















until 1948 sold ordinary life direst 
the public by mail and over the coun 
In 1948 when Postal switched to ¢ 
agency system, Mr. Milton was , 
pointed its first general agent, 
Milton’s service tee covered the fj 0 
policy to reach its 11th year in fog ity O1 
since Postal inaugurated the agen Predictin: 
system. fperation” 
dential 
onal prod 
nd service 
tates) is 
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New York Life To Pay Record 
1959 Dividends Of $111 Million 

New York Life will make 1959 dfiion to 
vidend payments of some $111 mii year of 
lion, a record amount and an incres§l pmploym 
of 4.5% over dividends of $106,20008¢ million 
payable in 1958. Of the total amoumfi absorb t 
$106,800,000 is for dividend paymentfbior force 
to individual life and annuity polic-font to a: 
holders. uit of the 3 

In 1959, New York Life will conti. The tem} 
ue to credit interest at 3.15% per afhree, toge 


num on dividends left on deposit anf vty p 
will pay interest at 3.25% per annumfas in pl 
or at the guaranteed rate if highe caints 


under supplementary contracts. 











Haight, Davis & Haight, Inc. 
Consulting Actuaries 
Insurance—Pensions 


2801 North Meridian St. 5002 Dodge St. 
Indianapolis 8, Ind. Omaha 32, Neb. 








Harry S. Tressel & Associates 
Gometane Actuaries 
nsion Consultants 
10 S. LaBelle St., ’ ened 3, Mlinois 
Harry S. Tressel, M. CA Irma Kramer 
Alan K. Peterson, AS.A. E. J. Pilsudski 
D. W. Sneed Wn. P. Kelly 
FRanklin 2-4020 











Milliman & Robertson, Inc. 
Consulting Actuaries 


400 Montgomery St. 
San Francisco 4, Calif. 


914 Second Ave. 
Seattle 4, Wash. 











Wolfe, Corcoran and Linder 
Consulting Actuaries 
Insurance Accountants 


Employee Benefit Plan Consultants 
116 John Street New York 38, N. Y. 

















...providing modern insurance protection for : 
1,000,000 individuals and families throughout the p 
Southeast. ; 
...with a corps of trained representatives who can : 
count on a good income, opportunities for promo- F 
tion, and personal security. ' 
WALTER 
LIBERTY LIFE 
INSURANCE COMPANY 
Greenville, South Carolina 
The important things in life call for Liberty Life 
eo 
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rst rate of production during the 
nt , contending that a reversal in 
: rentor policy from “liquidation in 
ice fee WE. 1958 to accumulation in 1959” 
ton, Sched in itself account for an additional 
“Monies ha 5 billion in output. 
lodny, pr pusiness, they believe, will up its 
nt and equipment expenditures by 
are paid pillion. They also believe that fed- 
| POlicy ye government expenditures. will 
Ss in cura, py $3.5 billion and that state 


4 local governments will up their 
ao by $4 billion during 1939. 
leg housing starts will total 
se to 1,150,000 units, as opposed to 


in 1905 
‘fe direct 
the Counts 


ched to ¢ vt 1,095,000 for 1958, accounting 
MN Was af an outlay of $1 billion over the 
agent. Mibevious year. 

2d the fi 


acity Operation By Year-End 


Predicting a return to “capacity 
ration” by the end of 1959, the 
dential forecast says, “Gross na- 
mal product (the value of all goods 
nd services produced in the United 
fillion tates) is likely to rise by about $34 
ce 1959 di in, to produce a figure for the 
$111 miMhy year of almost $475 billion.” 

an increaell Employment will increase by about 
i pps § million which will be sufficient 
al amomifi absorb the expected growth of the 
| paymetifiior force and to reduce unemploy- 
ity policyfent to a normal level by the second 
lf of the year, says the report. 

vill conti. The temporary excess in the labor 
% Der aMree, together with increased pro- 
leposit ani ystivity per man-hour and an ex- 
er annum Bs in plant capacity, will exercise 
if highe,& restraining influence on prices dur- 
ts. ng the first half of the year. 

But the report warns that “as the 
konomy moves toward capacity op- 
ration the threat of inflation will re- 
ppear.”” 

In reviewing the recent recession, 
he economists say that although all 
eessions involve inventory adjust- 
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Transport Ins. Co. 
Forms Life Affiliate 


Transport Life has been organized 
in Dallas as an affiliate of Transport 
Ins. Co. The company has been capital- 
ized at $250,000 with surplus of $250,- 
000. 

Leonard B. Brown, chairman, and 
J. Michael Riley, president, will head 
the company. Other officers are Frank 
H. Rawlings, vice-president and gen- 
eral counsel; R. W. Lee, vice-presi- 
dent; Frank E. Bacon, secretary, and 
Richard H. Folmer, treasurer. Messrs. 
Brown, Riley, Bacon and Folmer are 
officers of Transport Ins. Co. 


North Cal. Group Managers Elect 

Group Managers Assn. of Northern 
California has elected James O. Rich- 
ards, Life of North America, president. 
Other new officers are Earl Unze, 
Pacific Mutual, vice-president; Robert 
Caskey, New England Life, secretary, 
and John Miller, Canada Life, treasur- 
er. 





ments, the business dip which oc- 
curred in early 1958 was more clearly 
an “inventory recession” than either 
of the two previous post-war business 
adjustments. The net reduction of $12 
billion in the rate of inventory pur- 
chases during the declining stage of 
the 1958 adjustment was more than 
double the fall experienced in 1953- 
54. 


Recovery Also Dramatic 


However the forecast notes that 
“the recovery from the recession has 
been just as dramatic as the previous 
decline. 

“By the third quarter of the year, 
production was back close to the 
1957 peak, and now that inventories 
are being brought into line in the 
closing quarter, output is surging 
ahead into new high ground. With 
sales continuing to rise and confidence 
restored, business men will move 
more wholeheartedly to the task of 
broadening stocks on hand.” 





AN 


HERE'S WHY: 


.. life-time service fees . . 


college senior plan. 


and family policies. 


Watter H. Huent, President 
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Indianapolis Life provides its agents and general agents with liberal commissions 
. hospitalization and major medical benefits . . 
life... and a non-contributory pension plan. A substantial training allowance is also 
provided, together with ALL the tools for building a successful, profitable agency— 
including: 1 Career compensation plan and production incentive agreement for new 
men. 2 Basic and programming schools. 3 Success-proven training courses. 4 Busi- 
hess and tax seminars. § Check-o-matic and premium deposit plans. 6 Special 


A complete line of competitive life, accident, sickness, hospitalization, major medical 


Arnotp Bere, C. L. U., Agency Vice-President 


INDIANAPOLIS LIFE 


Mutual—Established 1905 
ife INDIANAPOLIS 7, INDIANA 


AGENCY OPPORTUNITIES in Colo., Conn., Fla., Ilt., Ind., la, Ky., Mich., Minn., Mo., Neb., N. D., Ohio, S. D., Tex., Wis 
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PULP-PAPER MANUFACTURE | 
HAS INCREASED os 















WY Lan 2 


Wherever you look in the eleven states 
served by Life of Georgia, you see healthy 
and prosperous growth. Example: 
Pulp-paper manufacturing in the area has 
increased 162.6% since 1947, against 
92% for the nation as a whole. 
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orGEORGIA ~ 


SERVING THIS FAST-GROWING 
REGION SINCE 1891 
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The DINKLER- TUTWILER 





THE DINKLER-TUTWILER 
Birmingham 

THE DINKLER-JEFFERSON DAVIS 
Montgomery 

THE DINKLER-ANDREW JACKSON 
Nashville 

THE ST. CHARLES 

New Orleans 


MOTOR INNS 
THE JAMAICAN 
Jacksonville, Fla. 


THE BELVEDERE and 


THE BELVEDERE ICE RINK 
Atlanta, Georgia 


nig cho RANTS 

THE LUA 

Atlanta 

America’s Most Exotic, Exciting, 
Exceptional Restaurant in Decades 
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HOTELS - MOTOR INNS + RESTAURANTS 








The DINKLER- 
JEFFERSON DAVIS 











CARLING DINKLER, President 
CARLING DINKLER, JR., V. P. and Gen. Mgr. 
immediate reservation confirmation via Teletype at 
no charge through any Dinkler hotel or representative 


NEW YORK: Circle 7-6940 - CHICAGO: MOhawk 4-5100 
WASHINGTON: EXecutive 3-6481 
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When a cabinetmaker’s dream took to the rails... 


More than a century ago, a Chicago cabinet- 
maker had a dream—a bedroom on wheels! 

In the face of much scofhing from his contem- 
poraries, George Pullman went to work on an old 
railroad car, and by 1859 had developed the 
sleeping car that was to revolutionize the travel 
habits of the nation. 

That same year a young man in New York 
launched a new business venture. He, too, was 
the target of skeptical comments from many busi- 
ness leaders. With the threat of a domestic war 
mounting daily, they said, the time was not ripe 
for creating a new life insurance firm. 

Nevertheless, Henry B. Hyde secured a charter. 
On July 28, 1859, The Equitable Life Assurance 
Society of the United States opened for business 
in a one-room, second-floor office in lower New 
York. And like the Pullman Company, The 
Equitable prospered rapidly. 


By the first year’s end, it had one million dol- 


lars’ life insurance in force; the following year, - 


this amount trebled. Today, The Equitable has 
become an enduring American institution. Its pre- 
eminent position is based on a superior, well- 
trained agency force. 

For nearly a century, The Man from Equitable 
has been looked upon as a wise and competent 
insurance counselor in his community. Today, 
The Man from Equitable can look forward to 
even greater opportunities for sales and can do 
his work with the confidence that comes from 
knowing he has an agent’s pension plan second 
to none in the industry. 

In his lasting and rewarding association with 
The Equitable, he is bearing out the prophecy 
made by one of the Society’s first underwriters 
who said that the Society was founded “not for 
a day, but for all time.” 


® 
THE Equitable LIFE ASSURANCE SOCIETY OF THE U.S. 
393 Seventh Avenue, New York 1, N. Y. 
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